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SEC Spotlight Is 
Now Turned on 
Private Placements 


Life Companies Are 
Intensely Interested in 
Issue Now Being Presented 


NEW YORK—Private sales of en- 
tire issues of securities to life companies 
and other institutional investors are due 
for the spotlight’s glare in the next few 
weeks. This week and next the federal 
monopoly committee is studying the 
whole question of savings and invest- 
ment and much attention will be given 
to private placements in the material 
which the Securities & Exchange Com- 
mission will present to the committee. 


Interest in private deals has been 
heightened by last week’s news that 
Commonwealth Edison sold direct to a 
group of 14 life companies $114,500,000 
3% percent ‘bonds, refunding a like 
amount of 4 percent and 3% percent 
securities. This deal exceeded by a wide 
margin the largest previous private sale. 


Subject of Long Study 


The SEC has been studying the pri- 
vate placement question ever since it 
became apparent that the commission’s 
restrictions and filing requirements were 
so costly and onerous as to cause many 
large borrowers to go direct to large pri- 
vate lenders, principally life companies, 
to avoid the expense and delay of filing 
in the usual way. As the law now 
Stands, there is no violation or even an 
evasion of the statute, for the object 
of the law was to protect the public in 
the buying of securities. 

The SEC has never taken any official 
stand for or against private placements. 
Sometimes its attitude appeared to be 
that a borrower who could get a more 
favorable rate by going direct to the 
lender would be foolish not to take ad- 
vantage of the situation. On the other 
hand, there have been indications that 
the SEC felt that its jurisdiction had 
been circumvented by private deals and 
that it would like to bring such trans- 
actions within its scope. There has re- 
cently been talk of the SEC’s asking 
for legislation by the present Congress 


jong would give it control over private 
s. 


Anathema to Investment Houses 


Financial-page articles have tended to 
play up the opposition to private place- 
spent, as these are of course extremely 

istasteful to investment houses that are 

y-Dassed when one of these deals takes 
Ran: For example, the Commonwealth 
son issue, by eliminating the 2-point 
spread that would have gone to the in- 
oe houses, deprived the latter of 
ae ee course, the Common- 
a ae and the policyholders of 
poo tad ue companies shared in this $2,- 
pi ng but the situation is an extremely 
Serious one for investment houses. 
(CONTINUED ON PAGE 13) 





Davenport Sales Congress 
Draws Record Throng »#.sumance 


Davenport as the convention city for 
the 1940 mid-year meeting of the Na- 
tional Association of Life Underwriters, 
and one of Davenport’s favorite sons, 
Karl E. Madden, general agent Penn 
Mutual, as a potent candidate for trus- 
tee of the National association, were 
given definite impetus at the heavily at- 
tended sales congress staged in Daven- 
port last week. It was the largest 
gathering of life insurance men ever held 
in Iowa, with the single exception of 
the time that the National association 
met in Des Moines. There were 850 on 
hand, an attendance total that pleasantly 
surprised even the optimistic committee 
chairmen who promoted the event. 

Chief among these was Mr. Madden 
who has a recognized talent for organ- 
izing, deputizing and promoting the 
smooth functioning of the work of a 
sales congress. As general chairman, he 
gathered a group of nationally known 
speakers who gave the life underwriters 
of Iowa more than their money’s worth. 
The facility with which the big crowd 
was handled makes it clear, Mr. Mad- 
den says, that Davenport has all of the 
equipment needed for the accommoda- 
tion of a mid-year meeting of the Na- 
tional association. 


“On to St. Louis” Committee 


Appointment of an “On to St. Louis” 
committee was made at the meeting of 
the Iowa State Association of Life Un- 
derwriters, held the day before the sales 
congress. Its function will be to insure 
a large attendance from the 14 local as- 
sociations in Iowa at the annual meet- 
ing of the National association, and to 
promote the selection of Mr. Mad- 
den as a national trustee, and the selec- 
tion of Davenport as the 1940 mid-year 
convention city. J. E. Rutherford, 
Penn Mutual, Des Moines, presided at 
this preconvention meeting as president. 
Sioux City was chosen as next year’s 
meeting place. 

These officers were elected: President, 
Paul C. Otto, Connecticut Mutual, Da- 
venport; vice-presidents, Phil Orchard, 
Northwestern National, Sioux City, and 
M. G. Kissick, Aetna, Mason City; sec- 
retary, W. K. Niemann, Bankers of 
Iowa, Des Moines. 


Kuttler Opens the Session 


Cc. A. Kuttler, National of Vermont, 
president of the Davenport association, 
opened what was officially designated 
“The Sales Revue of 1939” by introduc- 
ing Mr. Rutherford who presided at the 
initial session, The first talk was given 
by Glen J. Spahn, superintendent of 
agencies for Metropolitan Life in six 
states. Mr. Spahn described the quali- 
ties of a successful life insurance man. 

Defining a good sales talk, he said 
it is one which begins at the point of 
interest to the prospect, gains the pros- 
pect’s confirmation, reveals to the pros- 
pect a need for life insurance, shows 
what the plan will do for prospect in 
language that he understands, uses vis- 
ual aids, provides logical answers to ob- 
jections, introduces price at the proper 
time, includes test questions, has plenty 
of closes, provides for obtaining signa- 
ture and collection of the premium. 
This type of sales presentation will pro- 





duce good results, satisfied policyholders 
and prestige to the profession of life in- 
surance selling, Mr. Spahn said. 


Harry Wright Gives Advice 


Harry T. Wright, the perennial mil- 
lion dollar producer of Equitable So- 
ciety in Chicago, furthered his candi- 
dacy for vice-president of the National 
Association of Life Underwriters by 
telling his Iowa audience how to write 
a million dollars a year. He said that 
for most agents the answer is to spend 
more time with big men, those who are 
making more than the average amount 
of money. “There are plenty of good 
producers,” Mr. Wright said, ‘who 
write as many as 80 to 100 cases a year, 
but the size of the average policy is 
not large enough.” Mr. Wright de- 
clared that the so-called big man is 
much easier to see and talk to now than 
he was in 1929. All that has happened 
since then in the financial world has 
made the man of affairs realize that life 
insurance which provides a definite in- 
come for an indefinite period should be 
a fundamental part of every financial 
program. 

“One certain way to increase the size 
of the average policy,” Mr. Wright de- 
clared, “is to stop talking face amount 
and start talking income.” For example, 
a man owning $15,000 worth of life in- 
surance and who thinks he is carrying 
an adequate amount, should be shown 
that all that he has is a $3,000 clean-up 
fund to pay all of the bills he may 
leave and then $55 a month. Expressed 
in this way, the $15,000 becomes very 
much smaller even in the prospect’s 
mind. “Get it out of your mind that 
the prospect is doing you a favor when 
he gives you an interview,” Mr. Wright 
advised. “Turn the thing around. 
Realize that if an application results 
from any interview that you have from 
any prospect that will be a matter of 
much more importance and consequence 
to the prospect than it ever will be to 
you.” 


Recording the Interviews 


Mr. Wright advised his listeners to 
keep a record of the number of inter- 
views so as to be reminded constantly 
of the necessity for seeing more people. 
“See more people, have real interviews 
with them, and the law of averages will 
take care of your volume,” Mr. Wright 
said. He advised the agent to worry 
about seeing the proper number of 
people rather than about volume. He 
also suggested a much freer use of the 
telephone. “Have you ever stopped to 
think that when you are talking to a 
prospect on the telephone you have his 
undivided attention, something that you 
do not always get even when you are 
in his own office?” Mr. Wright asked. 

Griffin M. Lovelace, vice-president 
New York Life, discussed “Our Num- 
ber One Problem Today,” which he 
described as the need of a system that 
will bar as agents those who are not 
willing to work industriously and effi- 
ciently. He said the doors should be 
kept open only to those who will be 
good business men in life insurance, 

(CONTINUED ON PAGE 12) 





Actuarial Society 
Holds 50th 
Anniversary Meet 


Conception of Actuary’s 
Function Has Changed 
in Recent Years 


NEW YORK.—The Actuarial Society 
of America this week celebrated the 
completion of its first 50 years, a period 
which has been marked by a rapid 
though unostentatious growth in mem- 
bership and in the importance of the 
actuary’s role in company management. 
Despite rigorous examinations, the so- 
ciety now han 742 members. The society 
has grown approximately 50 percent in 
the last decade, membership 10 years 
ago having been about 500. 

The Actuarial Society held its first 
examination in 1897, eight years after its 
founding. Before 1897 actuaries were 
taken into the society by election. The 
examinations were to enable budding 
actuaries to become associate members, 
later qualifying as fellows. This dual 
classification of membership is_ still 
maintained. Considering the large num- 
ber. of candidates who take the exami- 
nations for associate membership now, it 
is interesting to. know that there were 
only three candidates for the first ex- 
amination. 


Change in Status 


These 50 years have brought a gradual 
but significant change in the status of 
the actuary in American life insurance. 
In the early days the actuary, though 
highly revered for his mastery of higher 
mathematics, worked in his ivory tower 
at the mysteries of his calling, aloof 
from mundane matters of company man- 
agement. Since that time and in great 
measure due to the work of the out- 
standing actuaries of those days, actu- 
aries have come to participate actively 
in the practical phases of company op- 
erations. 

As American life insurance has 
emerged from the stage where success 
depended upon promotion and expansion 
to the place where the prime considera- 
tion is the equitable stewardship of mil- 
lions and billions of dollars of assets, 
the actuary has come more and more to 
the fore as a practical insurance man. 
There are still brilliant mathematicians 
and even those whose work is no longer 
along highly technical lines must still be 
mathematical experts but actuaries tend 
to divide into two classifications, those 
engaged in theoretical mathematical 
work analogous to research in big in- 
dustrial corporations, and those whose 
interest is primarily in the practical, day- 
to-day problems of company manage- 
ment and policy. 

Two curious concepts about actuaries 
have grown up among insurance people 
outside the actuarial profession. The 
first is that most actuaries are Scotch, or 

(CONTINUED ON PAGE 8) 
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50% of Payments 
Are for Arterial 
and Heart Deaths — 


Dr. Cook Relates U. S. 
Trend at Insurance Med- 
ical Congress in Paris 


Deaths from heart-arterial diseases in 
the United States have increased until 
mortality from these ailments now takes 
nearly 50 cents out of every dollar in 
death claims paid by American life in- 
surance companies, the International 
Life Insurance Medical Congress in 
Paris was told in the course of an ad- 
dress by Dr. Henry Wireman Cook, 
vice-president and medical director of 
Northwestern National Life. 


Heart disease and high blood pressure 
are now considered to be largely hered- 





DR. HENRY WIREMAN COOK 


itary, with nervous and emotional strain 
probably ranking second as a cause, Dr. 
Cook stated. 


Extra Precautions Advised 


_The increase in mortality from heart 
ailments has been most marked among 
men in the age bracket from 45 to 59. 
Because nervous and emotional pressure 
cuts such a figure in “promoting” heart 
ailments, men of large affairs should be 
presupposed by the examining physician 
to have a tendency toward such impair- 
ments, Dr. Cook said. This suggests 
that all busy men should take extra pre- 
cautions to safeguard their health, with- 
out waiting for a doctor’s warning. 

Cases of high blood pressure especi- 
ally show the influence of heredity, Dr. 
Cook stated. He disagreed with the for- 
mer theory that normal blood pressure 
rises with age. “Today,” he said, “we 
must recognize that though average 
blood pressure rises with age, the ‘nor- 
mail’ probably does not. I would put 
high blood pressure at the head of the 
list of cardiovascular danger signs. I 
believe that in the future, insurance ex- 
aminers will be more and more strict in 
their interpretation of this symptom.” 


More Reach Higher Ages 


Men of substantial affairs are found 
largely within the age group of from 45 
to 59, Dr. Cook pointed out. A large 
proportion of such men are heavily in- 
sured. It is within this group that 
deaths from heart disease are increasing 
most rapidly; cardiovascular diseases 


Major Flaws Out of 
N. Y. Code as Passed 


Removed by Last-Minute 
Amendments; Many Minor 
“Bugs” Still Remain 


NEW YORK—Last-minute amend- 
ments to the new New York insurance 
code, which has now been approved by 
both legislative houses, have taken care 
of the main objections of the life com- 
panies. For a while it looked as if some 
seriously objectionable measures would 
be railroaded through, largely because 
of lack of time in which to hold the 
necessary conferences. 

The principal objections of the life 
carriers to the bill as it stood before 
the amendments were added were the 
methods outlined for distribution of sur- 
plus and also the nonforfeiture provisions 
demanded by the new code. Differences 
of opinion on the investment side were 
taken care of before the bill was re- 
ported out by the insurance committee, 
as the investment sections were given 
the right of way and consequently re- 
ceived more extended discussion. 


See Decade of Adjustments 


Because of “bugs” which have already 
been discovered and others which will 
inevitably come to light, it is expected 
that the new code will be a subject of 
amendatory legislation for at least the 
next decade. It is also expected that the 
code will be a lawyers’ gold mine for 
years to come, since no matter what the 
drafters of a law write into it its final 
meaning rests with the courts. 

As an indication of the length of time 
flaws tend to remain in a law once the 
measure has been passed, many of the 
defects discovered in the statutes passed 
following the Armstrong investigation 
are still in the insurance law but as a 
practical matter are a dead letter. 

The assembly rules committee and 
Senator McNaboe introduced identical 
bills requiring domestic life companies 
to report annually on Nov. 10 to the 
insurance department a statement of un- 
claimed or abandoned funds due bene- 
ficiaries, to publish such a list and to 
pay over all unclaimed funds to the 
state comptroller on or before April 10. 

Chairman Piper of the New York 
legislature’s committee on insurance 
law revision has introduced a resolu- 
tion to extend the life of his committee 
for another year and appropriating 
$30,000 for expenses. Continuation of 
the committee will permit it to con- 
sider further amendments which would 
remedy flaws already discovered and 
those which are bound to come to light 
with further time to study the docu- 
ment. 








approximately 50 cents out of every dol- 
lar paid in death claims on ordinary busi- 
ness, he stated. 

While this increase in mortality from 
heart-arterial diseases is serious, Dr. 
Cook emphasized that part of it is due 
to the fact that a larger proportion of 
the American population now live to the 
forties, fifties, and sixties, where heart 
disease is more common, instead of dy- 
ing at younger ages from other causes. 
Heart symptoms are often mistaken 
for digestive troubles, Dr. Cook ob- 
served, because “The significant sense of 
fullness, oppression or pain, or slight re- 
spiratory distress, is especially notice- 
able after meals, and the patient very 
naturally thinks his symptoms are of 
gastric rather than cardiac origin.” 


Conducts Inter-Agency Meeting 


E. A. Starr, manager of the salary 
savings department Connecticut Mu- 
tual Life at the home office, conducted 
an inter-agency meeting in Los An- 
geles for the agencies of Phinehas 
Prouty and S. S. Northington in Los 
Angeles and John H. Goodwin in San 








now cost American insurance companies 





Presides Over Meeting 
of Actuarial Society 








RAY D. MURPHY 


The Actuarial Society of America is 
holding its annual meeting in New York 
City this week with R. D. Murphy, vice- 
president and actuary of the Equitable 
Society, in the chair. Mr. Murphy joined 
the Equitable 26 years ago as assistant 
actuary. He was advanced to his pres- 
ent position three years ago. 








Put Extra Burden 
on All Companies 


Commissioner Taggart of Pennsyl- 
vania under date May 11 notifies all 
companies that he has approved WPA 
project for his office whereby a com- 
prehensive record and classification will 
be developed. Within 10 days from no- 
tice he asks each company to send to 
the department a full list of all policies, 
endorsements, riders, etc., now in use or 
used in the past, giving a description of 
each and code numbers, the order to be 
followed being the date approved by the 
department or when first used. 

The commissioner acknowledges that 
he is imposing much labor on compa- 
nies. Executives are wondering if the 
WPA people will be quietly and’ se- 
renely lounging in the department’s easy 
chairs, while the companies are com- 
pelled to do all the work. It is an oner- 
ous and expensive job. 





Executives of Smaller 
Companies Hold Conference 


Agency department representatives 
from about 30 companies were in Chi- 
cago this week for a conference under 
the auspices of the Sales Research Bu- 
reau on problems peculiar to the smaller 
size institutions. The meeting was lim- 
ited to representatives of companies 
with $125,000,000 insurance in force or 
less. J. M. Holcombe, manager, B. N. 
Woodson and Ward Phelps were among 
those on hand from the bureau. The ab- 
sorbing topic seemed to be agency and 
company cost. 


Lincoln National’s Leaders 


All-star agencies of the Lincoln Na- 
tional Life for the first quarter have been 
announced. The W. T. Shepard agency 
of Los Angeles led the established agen- 
cies, and the J. D. Marsh agency of 
Washington, D. C., led the new agen- 
cies. Runners-up in the established 
agency classification were the S. <A. 
Bardwell agency of Cleveland and the 
V. J. Harrold agency of Fort Wayne, 
Ind. Runner-up agency in the new 
agencies group was the T. B. Isaacson 








Diego. 


agency of Salt Lake City, Utah. 


—————— 


Selectors Keep 
Pace with Air 
Travel Progress 


Aviation Situations 
Dominate Discussion of 
Home Office Underwriters 


That insurance companies are keep- 
ing pace with the fast improvements jn 
safety and convenience of air travel was 
‘indicated again during the spring meet- 
ing of the Home Office Life Under. 
writers Association in Washington, 
DE; 

Attended by 125 representatives of the 
underwriting departments of about 50 
companies, the three-day sessions were 
opened by a meeting of the occupa- 
tional committee, which reported on con- 
centrated research done in selected in- 
dustries as the first step in getting an 
equitable understanding of the insurance 
hazards they offer. 


Opening Address by Laird 


President John M. Laird, Connecticut 
General vice-president, made the open- 
ing address, in which he traced the de- 
velopment of the association in the nine 
years since its development. Mr. Laird, 
who was chairman of the session, 
stressed uniformity of underwriting pro- 
cedure as a goal toward which com- 
panies are progressing as the result of 
joint studies of underwriting procedure. 

Following Mr. Laird was John R. 
Larus, vice-president and actuary Phoe- 
nix Mutual, discussing the “Interpreta- 
tion of Mortality Statistics.” The only 
other address in the morning session was 
by Valentine Howell, vice-president and 
actuary of Prudential, on “Term Insur- 
ance,” 

Under the chairmanship of William H. 
Dallas, Aetna Life vice-president, the 
afternoon meeting was devoted to a case 
clinic reviewing different underwriting 
points of view on borderline applications 
with the aim of making procedure iden- 
tical in all companies. 


Informal Discussion 


J. D. Williamson, actuary of Canada 
Life, headed the informal discussion of 
general underwriting practice to which 
the last day was devoted. Insurance 
companies, becoming more aviation con- 
scious and aviation minded, now must 
consider the new governmental action 
seeking establishment of a civilian train- 
ing program as a national defense meas- 
ure. 

Other aviation problems which arise 
are possible restrictions on the amount 
of insurance to be issued in cases in 
which a state has not yet indicated its 
attitude, by laws or previous decisions, 
toward the exclusion rider. The third 
problem, determining whether a com- 
pany should issue in the case of a pas- 
senger riding on a pass when applica- 
tion of a partial exclusion rider is indi- 
cated, is more or less settling itself, 
either by influx of paying passengers 
making it impossible for a pass rider to 
get a seat or by drastic federal regula- 
tions on issuance of passes. The prac- 
tice of the air lines of allowing free 
rides to women traveling with their hus- 
bands has now been permanently ended. 


Double Indemnity Discussed 


Restrictions on double indemnity on 
fare-paying passengers and limits a com- 
pany will accept without extra premium 
were also discussed in relation to opera- 
tion of double indemnity in cases where 
death occurs in air accidents. 

Rapid extension of air service to 0 
countries brought about an evalua 
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(CONTINUED ON PAGE 10) 
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Public Relations 
Holds Limelight 
at Ad Men's Meet 


North Central Round 
Table Conference at 
Excelsior Springs, Mo. 


By W. A. SCANLON 


The importance of good public rela- 
tions was stressed at the meeting of the 
North Central Round Table of the Life 
Advertisers Association meeting at Ex- 
celsior Springs, Mo. 

W. T. Grant, president Business 
Mens’ Assurance, president American 
Life Convention and member of the 
committee of the Life Insurance Insti- 
tute, told the advertising men that in 
paving the way for better public rela- 
tions their work was very important. 
He pointed out that the utmost care 
should be used in the preparation of 
literature and all correspondence going 
to the public, that statements made 
should be checked and rechecked for 
their accuracy. ee 

Mr. Grant told of the organization of 
the Institute of Life Insurance and 
what it is hoped to be accomplished in 
the way of informing the public regard- 
ing life insurance and creating a more 
friendly feeling toward the business. 


Conditions Troublesome 


Today conditions in the business are 
more troublesome than has been true for 
many years, said Mr. Grant. Interest 
earnings are less, so income is decreas- 
ing while there are additional expenses 
not formerly known in the business, 
such as the social security tax. The 
trend is toward constantly increasing 
premium taxes. The interest return on 
the 27 billions of assets of life compa- 
nies was 14% percent less in 1938 than 
it was 10 years ago; policyholders are 
paying about 10 percent more for their 
life insurance today. 

Selling resistance, which is greater to- 
day, must be eliminated. It is impor- 
tant that more attention be given to how 
the public feels about life insurance. 
Policyholders should be informed as to 
what life insurance is doing for them. 


Attention to Complaints 


Not enough attention has been given 
to complaints made by policyowners, 
said Mr, Grant. Letters sent to com- 
plainants should be written with con- 
siderable thought and care should be 
used in the selection of the wording. 

One of the principal objectives should 
be to impress the public with the fact 
that the life insurance agent is a real 
and sincere person. It is unfortunate 
that some agents are in disrepute, said 
Mr. Grant. 

Mr. Grant stressed the importance of 
paying attention to minor things in deal- 
ing with the public, pointing out every- 
thing that makes a good impression re- 
sults in good public relations. Premium 
notices, for example, can be humanized. 
That would tend to save business and 
make people feel more friendly toward 
the company. A more cooperative atti- 
tude by telephone operator and clerical 
help assists in this regard. 


Real Job for Ad Man 


John McCarroll, Bankers Life of 
Owa, president Life Advertisers Asso- 
Clation said he is of the opinion that 
recent developments in the business 
make a real job for the advertising 
man, who is about to come into his own 
on the public relations work. The ad- 
vertising man in the company office can 
(CONTINUED ON PAGE 11) 





Selection Affects 
Agency Turnover 


J. E. Acuff Leads Discus- 
sion on that Subject Before 
Industrial Insurers 


EDGEWATER PARK, MISS.—One 
of the most stimulating sessions of the 
meeting of the Industrial Insurers Con- 
ference was the discussion on “Effect 
of Method of Selection on Agency Turn- 
over,” led by J. E. Acuff, executive vice- 
president Life & Casualty. Mr. Acuff 
said that until recent years industrial 
companies had no definite recruiting 
methods and allowed managers to fol- 
low lines of least resistance in introduc- 
ing almost anyone who chanced to ap- 
ply at the time of an open debit. 

Non-success or failure to earn a living 
is the most prolific source of finals. The 
question of selection is largely one of 
finding men willing to put forth the 
necessary effort to maintain their normal 
standard of living. Recruiting responsi- 
bility should be placed squarely on the 
district manager, who should be given 
considerable latitude in selection, but 
should have home office approval before 
giving anyone a contract. 


Would Require Application Blank 


A more accurate picture on turnover 
is obtained from the ratio of the number 
of debits involved in one or more finals 
to the average number of debits, empha- 
sizing the number of debits with no 
finals, with special mention of men with 
seniority records. Four finals on a sin- 
gle debit in seven months is a very bad 
situation, but not so damaging as would 
be four finals on four different debits 
for the same period. 

Agency applicants should be required 
to fill out a blank prepared by the home 

(CONTINUED ON PAGE 13) 





Ordinary Sales 
Hold Up Well 


New ordinary life insurance turned in 
a decrease of but .2 percent in April as 
compared with the same month a year 
ago, but for the first four months there 
was a plus mark of 16.9 percent, accord- 
ing to the Life Presidents report. 

Total new life insurance for April de- 
clined 10.8 percent and the total for the 
first four months was 1.1 percent more 
than the corresponding months of 1938. 

For April, the new business of all 
classes was $550,801,000. New ordinary 
was $385,769,000; industrial $129,051,- 
000, decrease 33.2 percent; group $35,- 
981,000, decrease 4.8 percent. 

For the first four months, the total 
new business was $2,496,248,000. New 
ordinary was $1,846,117,000; industrial 
$476,681,000, decrease 36 percent; group 
$173,450,000, increase 20.5 percent. 


RESEARCH BUREAU FIGURES 


The Sales Research Bureau reports an 
increase of approximately $586,000,000 
in ordinary insurance in force for the 
first quarter, equivalent to an annual 
rate of 3.1 percent. It reports ordinary 
insurance in force in the United States 
is now $76,181,000,000 for all companies 
and sales of ordinary in April exactly 
the same as for April, 1938, while for 
the four months they were 15 percent 
ahead of last year. The northeastern 
section showed a slight gain for the 
month, slight losses being reported by 
other sections. Every section shared in 
the year-to-date improvement. 





Ellis Stars to Get St. Louis Trip 


Members of the S. P. Ellis agency of 
Provident Mutual Life in Cincinnati are 
engaged in a production contest, with 
those who complete their quota winning 
a trip to St. Louis for the convention of 
the National Association of Life Under- 
writers in September. 








patient said :— 


plan. 


at 50 to brisk up.” 


* 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Clinching and Closing 


The underwriter was attempting to place a Retirement 
Income at 65, 40 the present age. 
prospect stubbornly objected that by age 65 he would very 
likely be dead, or close to the end of his life. 


The underwriter had a friend who for some time had 
been in the hospital. Fifty years old. Discouraged, and daily 
prophesying his own early death. But one morning the under- 
writer found him in fine spirits, and asked the reason. 


“You remember that old chap in the next room? 
he came to say goodbye to me yesterday. You know, he’s 76. 
I asked him what he was going to do now that he was out. He 
said he had bought a farm, on the twenty-year installment 
I thought that if that old boy could make a contract 
that wouldn’t end until he was 96, it was about time for me 


The underwriter told this motivating story to his pros- 
pect, and it brought the signature. In the technique of sales- 
manship, motivating stories, from real life, continually are 
clinching sales talks and closing cases. 


* 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Third interview. The 


The 


Well, 


* 


JOHN A. STEVENSON 
President 




















“Ad” Conference 
Has Mid-year Rally 
in New York 


C. G. Taylor, Jr., Explains 
Objectives of New Life 
Insurance Institute 


NEW YORK—“The primary task be- 
fore the Life Insurance Institute is to 
solidify and strengthen and give a good 
foundation to the fine public relations 
that the life insurance business has to- 
day,” Charles G. Taylor, Jr., second 
vice-president Metropolitan Life, as- 
serted in addressing the mid-year meet- 
ing of the Insurance Advertising Con- 
ference here. He said the problem of 
public relations must be approached 


from a new angle. Thought must be in 
terms of groups rather than individuals. 

Any cooperative advertising cam- 
paign undertaken by that organization, 
he said, will not be on a competitive ba- 
sis with the individual companies. It 
will be a conservation campaign to pro- 
tect the business as a whole; to de- 
velop and disseminate facts regarding 
the business which will build confidence 
in life insurance and its agents, educat- 
ing to the proper functions of the agents 
and the service they render. It will be 
a central source of information and will 
in no way conflict with other organiza- 
tions, Mr. Taylor stated. 


Avoid Technical Terms 


He urged the advertising managers to 
get away from technical terms in their 
advertisements, presenting their stories 
in a language understandable to the 
public. He invited the cooperation of 
all companies in the furtherance of the 
work of the institute. Group sessions 
followed the general meeting. 

A Fisk, Prudential, led the life 
session, where advertising designed to 
help the agent was the chief topic. “Ad- 
vertising of life insurance is being read 
now more thoroughly by the public 
than at any previous time,” the chair- 
man stated. It is proving its value to 
the business and the care with which 
the companies are operated is indicative 
of the care with which they prepare 
their announcements. “Editorials and 
articles on life insurance which have ap- 
peared in leading papers have inoculated 
a healthy growing interest on the part 
: thinking men to protect their fami- 
ies.’ 


Favors Display Advertising 


Mr. Fisk advocated the use of display 
advertising rather than smaller space in 
the daily papers, citing examples of the 
experience of his own company. He 
recommended brief, simple language and 
a few rate quotations. He has found, he 
said, that field representatives invariably 
respond to the opportunities offered by 
advertising. 

A. H. Thiemann, New York Life, 
spoke on two trends in life insurance 
magazine advertising. “People are gen- 
erally far more interested in life insur- 
ance than they pretend to be to an 
agent,” he said. “And by means of in- 
formative and educational copy they are 
learning about life insurance, how com- 
panies function and what they have ac- 
complished. Advertising is dispelling 
the fogs of ignorance and misunder- 
standing and creating a situation where- 
by the agent can work in the sunshine 
of public sympathy and confidence.” 

He called attention to the copy put 
out by various companies which has 
been helpful in this respect. Another 
development is the trend toward indi- 

(CONTINUED ON PAGE 13) 
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American National 
Agents Meet 


Former Commissioner 
Cousins of Texas Makes 
One of the Addresses 


At the annual convention of the 
American National of Texas agents at 
the head office, growth and develop- 
ment of the American National into the 
biggest life company in Texas, was 
traced by speakers. W. L. Moody, Jr., 
president, was lauded for his vision and 
foresight in guiding and directing the 
destiny of the American National 
through the years and bringing it to its 





R. B. COUSINS, JR. 


present high peak of efficiency. W. L. 
Moody, III, executive vice-president, 
extended the welcome. 

K. C. Brice, agency organizer, ack- 
knowledged the welcoming address for 
the industrial department. He referred 
to the fine personality, energy and en- 
thusiasm of men in the home office, as 
well as those in the field. 

Mr. Brice referred to the progressive 
policies and contracts of the American 
National and the splendid cooperation 
the office provides its field forces. 


Will H. Ford a Speaker 


Will H. Ford, Oklahoma City general 
agent in the ordinary department 
acknowledged the welcoming address 
for the ordinary representatives present. 
Mr. Ford commented on the favorable 
progress of the company and particu- 
larly of the ordinary department, and 
spoke in terms of high praise of G. S. 
McCarter, superintendent of ordinary 
agencies. 

Lee Parker, president, American 
Service Bureau, Chicago, was an in- 
vited guest and attended all of the busi- 
ness and social affairs during the entire 
convention. 

Both senior and junior officials at- 
tended the meeting, and were introduced 
Among other company officials intro- 
duced were F. E. Fischer, manager of 
the renewal and conservation depart- 
ment; M. E. Gorton, actuary; George 
L. Tyler, claims department manager, 
and C. W. Thompson, public relations 
counsel. 


W. J. Shaw Is Heard 


Recent retirement of W. J. Shaw, 
vice-president and until March secre- 
tary, gave him more time than he has 
had at any previous convention to make 
the rounds. He spoke briefly, comment- 
ing on the importance of conventions 
from the standpoint of enabling field 
men and home office officials and em- 
ployes to get better acquainted, making 
for easier and pleasanter work. 

Home office officials included in addi- 
tion to the president and executive vice- 
president, F. B. Merkle, vice-president; 


John Diemand Is 
Elected Head of 
Pa. Federation 


te PITTSBURGH—John A. Diemand, 


vice-president of Indemnity of North 
America, was elected president of the 
Insurance Federation of Pennsylvania 
at the annual meeting here during 
Pennsylvania Insurance Days. John M. 
Thomas, president of National Union 
Fire, is the new first vice- president. 

Other vice-presidents are: Frank D. 
Buser, Fidelity Mutual Life, Philadel- 
phia; W. B. Corey, Philadelphia; T. B. 
Donaldson, president Pennsylvania In- 
demnity; S. Fisher, chairman Na- 
tional Union Fire; J. N. Jamison, vice- 
president Reliance Life; H. J. Johnson, 
Penn Mutual Life, Pittsburgh; F. 
Kauffman, Travelers, Pittsburgh; J. C. 
Murray, Pittsburgh; Walter E. Roehrs, 
Philadelphia; Fred A. Service, Sharon; 
A. M. Waldron, Philadelphia; A. S. 
Wickham, Philadelphia; treasurer, John 
Pharaoh, II, U. S. F. & G.,, Philadel- 
phia; secretary-manager, Homer W. 
Teamer, Philadelphia; national council- 
lor, John S. Fisher. 

John A. Stevenson, president Penn 
Mutual Life, and retiring president of 
the federation in his welcoming address, 
expressed the belief that distinction 
should be made between social security 
and insurance. “When you can force 
people to pay for insurance we don’t 
need the same kind of reserves we do 
when people can stop paying any time 
they want to,” Mr. Stevenson declared. 
“I believe there is a very definite place 
for social security but it would be un- 
fortunate if we reached the point where 
it would prevent people from taking 
care of their own, and thereby destroyed 
one of the fundamental principles of 
American life.” 








Judge F. S. Anderson, general counsel; 
K. I. Fosdick, treasurer, and N. E. Gor- 
ton, actuary. 

Former Texas Commissioner R. B. 
Cousins, now secretary of the Texas 
Fire Prevention Association Committee 
and manager of the Texas Insurance 
Checking Office, delivered an address of 
marked interest. He spoke of the 
growth of life insurance, and the rapid 
strides the American National had made 
since its organization nearly 40 years 
ago. He congratulated the agents on 
their records of accomplishment, and 
upon being in the field carrying on so 
important a work as the protection of 
loved ones of every walk of life. He 
paid tribute to the official family of the 
American National. 

_Industrial agents held a business ses- 
sion of their own. Agents, general 
agents and branch managers of the or- 
dinary department also gathered for a 
program of talks. D. W. Cunningham, 
who has led all agents since 1932, went 
under the “in and out rule” again this 
year, having held the club presidency 
in alternate years, and inducted into 
that office L. L. Jesmer, St. Paul, Minn. 
L. A. Schrepel, Salt Lake City, was 
made vice-president on his production 
record, as were P. J. De Rouen, LaFay- 
ae La., and L. A. Tretter, Long Beach, 

al. 


New Company Has Initial Rally 


The newly organized Jefferson Na- 
tional Life of Indianapolis had a con- 
ference of its officers, directors and 
agents at the head office city. E. K. 
McKinney is president and agency di- 
rector. E. E. Ballard, formerly with 
Alliance Life, is assistant agency direc- 
tor. H. E. Poff, office manager, was 
with Alliance Life at Springfield, IIl., 
= before that with Illinois Bankers 
ife. 


Dotz Appointed at Moline 

Harry C. Dotz has been appointed 
general agent in Rock Island and 
Whiteside county, Ill, by the Mutual 





Trust Life. He will have headquarters 
at Moline. 


Conrey Is Elected 
Michigan President 


Leaders Group Organized 
—Change Dues Set-up— 
View Legislation 
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NEW OFFICERS 


President — Kenneth W. Conrey, 
Grand Rapids general agent Penn 
Mutual Life. 

Vice - presidents — J. H. Kennedy, 
Detroit; Alex E. Mason, Jackson; 
Loree Harvey, Kalamazoo, and Wil- 
liam Burcher, Saginaw. 

Secretary-treasurer — Herbert B. 
Thompson, reelected. 


LANSING, MICH.—Michigan Asso- 
ciation of Life Underwriters held one 
of its most successful conventions here 
while a new organization of substantial 
producers, Life Insurance Leaders of 
Michigan, was getting off to a preten- 














KENNETH W. 


CONREY 


tious start under the paternal eye of 
its organizing chairman, George E. 
Lackey, Detroit, general agent Massa- 
chusetts Mutual Life. 

The convention proper was attended 
by more than 200 while the luncheon, 
highlight public event of the meeting, 
attracted an attendance of some 400 to 
hear Holgar J. Johnson, National asso- 
ciation president, 

In his annual report President Jack 
Rabinovitch, Flint, Northwestern Mu- 
tual Life, recommended expansion of 
the association’s new speakers’ bureau 
as a valuable asset for building good 
public relations. He urged closer or- 
ganization to combat adverse legislation. 


Public Relations Discussed 


Raising the level of public regard and 
understanding of life insurance was dis- 
cussed at an open forum session led by 
Charles A. Macauley, John Hancock, 
Detroit, vice-chairman of the Michigan 
council. 

Mr. Macauley urged greater partici- 
pation on the part of individual under- 
writers in political and civic affairs. 
In his report on pending legislation, 
. B. Thompson,  secretary-counsel, 
said several rather important life insur- 
ance bills were on the calendar for ac- 
tion. He expressed confidence that no 
adverse legislation of any importance 
would be enacted. The aviation rider 
has already been legalized and several 
bills are progressing toward passage 
which will help safeguard beneficiaries 
from tax liens, creditor claims, and other 
worrisome and often disastrous obliga- 
tions. While the present laws contain 
some protection along this line it is not 
uniform and makes for inequities in op- 
eration. 





that the share of annual dues paid the 
state association be increased from 49 
cents to $1 per member and that dues 
statements carry a segregation of the 
amounts into which each member’s pay 
are split, including the state association's 
$1 share, the $3 going to the National 
association, and the remainder used for 
local association purposes. 

In his public address Mr, Johnson 
emphasized the way in which life insyr- 
ance back-stops democracy. In his talk 
to the association members alone, Presj- 
dent Johnson explained the set-up and 
machinery of the National association, 
He said the three-fold objective is to 
promote the best interests of agent, as. 
sociation, and the public. 

John D. Finlayson, district manager 
at Ann Arbor for the Massachusetts 
Mutual Life, urged agents to make 
themselves into true professional men 
with a broad foundation of knowledge, 
high technical skill, ethical standards, 
and ability to inspire confidence. 

Steps toward this goal of a profes- 
sional status, Dr. Finlayson enumerated 
as: (1) Elimination of poor quality in 
life companies, chiefly through stronger 
supervision to eliminate weaknesses and 
prevent poorly managed, inadequately 
financed carriers from impairing conf- 
dence in the entire life insurance struc- 
ture; (2) a professional attitude on the 
part of underwriters; (3) a definite body 
of instruction bearing on life insurance 
at its applications in the colleges and 
in special training courses; (4) self- 
training by underwriters in personal 
qualities necessary to round out profes- 
sional personalities. 

Commissioner Emery was honor 
guest at the luncheon and spoke on 
the regular program and also at the 
Leaders’ meeting. 

At the Leaders’ banquet the main 
speaker was Nathaniel Seefurth, Chi- 
cago. 

Mr. Lackey presided, explaining the 
purposes of the new organization. Detroit 
had 42 in 1938; Grand Rapids, 5; Ann 
Arbor, 4; Lansing, 3; Kalamazoo and 
Battle Creek, 2 each. 

An executive board was named con- 
sisting of John E. Crampton, Connecti- 
cut Mutual Life, Detroit, chairman; J. 
Arthur Pino, Lansing, Mutual Benefit 
Life, and Howard B. Knaggs, Detroit, 
New England Mutual. As retiring chair- 
man, Mr. Lackey himself assumes a 
place on the board. 

The Lansing association, as host or- 
ganization, made the extensive local ar- 
rangements with Earl A. Howe, the lo- 
cal president, in general charge. 





Securities on Deposit in 
Nebraska Are Criticised 


LINCOLN, NEB.—While commend- 
ing the insurance department for its 
careful and accurate records, L. C. 
Opper, detailed by State Auditor John- 
son to examine the books for the last 
four years, reported that steps should 
be taken to see that the spirit of the 
law requiring domestic companies to 
deposit $100,000 securities is complied 
with and that additional protection be 
afforded policyholders. A considerable 
number of the bonds and securities now 
on deposit show marked depreciation 
in value, while all bonds and securities 
are entered at their par value, said Mr. 
Opper. Very few of the real estate mort- 
gage notes and negotiable securities de- 
posited indicate endorsement of princi- 
pal payments as and when made. All 
the securities should show the current 
balance remaining unpaid, according to 
Mr. Opper. 

The law implies that the value of the 
securities on deposit shall have actual 
cash value for the protection of the 
policyholders. The par value of the se- 
curities now on hand is $4,001,000 while 
the present value is $2,173,000. There 
are a number of bonds, such as railroad 
and utility, which at present carry an 
extremely low market value. 

Every company required to make 4 
deposit should place with the depart- 
ment their best securities having a cas 
value sufficient to cover the amount re- 





A resolution was adopted providing 
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Morrell Tells His 
Idea of Duties 


The great responsibility of a life 
underwriter to do a thorough job was 
hammered home by John Morrell, the 
Equitable Society’s No. 1 agent this year 
and associate manager Lustgarten 
agency, Chicago, at a luncheon meeting 
of Chicago C. L. U. Mr. Morrell spoke 
on prospecting and his “seven pocket 
plan” of presentation, but first he ex- 
plained why he consented to talk. 

“IT have some basic beliefs about ap- 
plication of life insurance,” he said. 
“Purchase of life insurance is buying 
future money on instalments. No man 
ever should buy any life insurance until 
all of the things first are done on which 
selection of the life insurance depends. 


Has a Solemn Obligation 


“The underwriter has no right to call 
on a man unless he is qualified to-handle 
his personal affairs and arrangement of 
the life insurance estate in a thorough- 
going, foolproof way. 

“Life insurance is a hedge against 
dying too soon and annuities are a hedge 
against living too long. I believe every 
life insurance underwriter should take a 
course in public speaking. I believe in 
the daily grind of so many calls and so 
many interviews. Practice makes per- 
fect. There is a law of average. 

“These beliefs when applied over 15 
years in my experience never have 
failed. We discover our weaknesses in 
competition. Hard times show where 
our methods are wrong. Adversity does 
not discourage the real salesman; it 
acts merely as a challenge to him to 
overcome difficulties. 

“In 1933 I stood at my window and 
watched many thousands of depositors 
in runs on Chicago banks. I witnessed 
many of the difficulties through which 
our country has come in the last 10 
years. The whole world seems to be a 
battle ground, yet through it all life in- 
surance stands out in no man’s land, 
functioning as a shield for mankind and 
as a hedge against uncertainties over 
which the people have no control. 

“I see constantly before me the pic- 
ture of a man. He is the life insurance 
man that my company wants me to be, 
the life underwriter of the world of to- 
morrow. I never lose faith in that 
vision and I urge all life salesmen to get 
a similar picture in their minds.” 

Mr. Morrell gave in brief his seven 
“pockets,” which are: (1) A will, plan 
of distribution; (2) problems of leaving 
estate to follow stipulations of the will— 
retirement of stock and _ partnership 
agreements; (3) life insurance trusts; 
(4) beneficiary clauses — “anchors to 
windward;” (5) living trusts; (6) $110 
combination (life and annuity); (7) an- 
nuities on lives of other members of 
family as gifts. 

Mr. Morrell also showed one of the 
unusual flow sheets which he prepares in 
most of his cases, a complete analysis 
of the estate and a working plan on 
sheets glued together to form a long 
strip. He also discussed use of the vot- 
ing trust to preserve continuity of con- 
trol in a business concern and use of the 
optional stock purchase agreement to 
reduce federal estate tax. 

Paul W. Cook, general agent Mutual 
Benefit, president, presided. 


Appropriation for Colorado 
Department Still in Doubt 


DENVER—In the absence of Gover- 
nor Carr’s signature to a bill passed 
by the legislature raising the commis- 
Sioners salary to $4,200 and. providing 
for an actuary and an additional exam- 
iner, the appropriations committee has 
compromised on a $2,400 salary for an 
actuary, Commissioner Luke J. Kava- 
naugh told meetings of the Denver As- 
Sociation of Insurance Agents and the 
Colorado Association of Life Under- 
writers. 
, Outlining the difficulties he is facing 


a plea for cooperation of agents and 


said he would welcome suggestions 
from all branches of the insurance 
business. Revealing that although the 


department took in $850,000 last year it 
had only $26,000 for operating expenses, 
Mr. Kavanaugh stressed particularly 
the need for additional examiners. 

Just what will be the outcome of the 
appropriation problem is uncertain. The 
decision of the appropriations committee 
was that the $2,400 actuary agreed on 
could be a part-time man. But the civil 


service regulations prohibit part-time 
workers. So the matter isn’t really 
settled. 


“One thing I will say is that although 





I didn’t ask for this job and didn’t want 
it, I intend to make a business of it,” 
Mr. Kavanaugh declared. “I’m not 
afraid to say yes or no. I'll try to de- 
cide, to the best of my ability, what’s 
right and then go ahead and do it re- 
gardless of what anyone thinks.” 





Conservation Committee Named 


The existence of an actively function- 
ing conservation committee has been 
announced by J. M. Holcombe, man- 
ager of Life Insurance Sales Research 
Bureau. Organized last fall, the com- 
mittee is currently engaged in several 
projects of present-day, practical inter- 





est to member companies. The chair- 
man is Henry Bossert, Jr., manager, 
agency research department Provident 
Mutual. 

On the committee are representatives 
of companies of various size and geo- 
graphical groups including E. A. Brock, 
Great-West Life; J. Doolin, Re- 
search Bureau; J. A. Hawkins, Midland 
Mutual; P. C. Irwin, Equitable of Iowa; 
Karl Ljung, Jefferson Standard; D. G. 
Mix, State Mutual, and H. H. Steiner, 
Connecticut Mutual. 





E. C. Elling, Garner, Ia., agent of the 
Equitable Life of Iowa, has been elected 
president of the Garner chamber of com- 
merce. 





uncertain future. 


to sell. 





in the new job, Mr. Kavanaugh made 


WISHES FOR CHILDREN — PLANS FOR FATHERS 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 





A youngster can wish, but it’s up to daddy to see that the wish comes true. 


That’s why thoughtful fathers are rapidly becoming owners of the John 
Hancock’s readjustment income plan — which carries their loving care into the 


Our national advertising in current magazines tells fathers the appealing 
features of this plan; and our complete sales kit, filled with tools that help in the 
presentation, makes readjustment income exceedingly attractive for our field men 





GUY W. COX, President 





“Chaet your course rishi. ind, 


and you're sare to make pers!” 





JONM HANCOCK muroat fie INSURANCE Company 


A John Hancock advertisement 
Promoting the readjustment 
income plan. 


JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 
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Group Men Wary of 
FHA Creditor Plan 


The proposed extension of the credi- 
tor group insurance to cover long term 
loans under the Federal Housing Ad- 
ministration plan is meeting with a 
varied response from group men. Some 
feel that the opportunity for business 
along this line has great posnibilities 
because of the extensive FHA loans 
now being made. However, the larger 
group writing companies are wary of 
the creditor group plans because of the 
possibility of adverse selection. 

In writing group insurance among 
employes, the insurer is protected on 
the non-medical phase of the business by 
the fact that an employe must be in 
fairly good health or he wouldn’t be 
able to hold a job. Inasmuch as ap- 
proximately 70 percent of the group 
premium is returned in the form of 
claims, very little margin can be allowed 
for business on which there may be a 
poor experience. 

So far creditors group insurance has 
been confined entirely to unsecured 
loans. This means that the bank or 
finance company usually checks care- 
fully to see that it will get the money 
back and that the borrower is employed 





and in good health. On secured loans 
the bank doesn’t have to be so careful. 
This is especially true of the FHA loans 
where the bank is insured against loss. 

The moral hazard enters into the 
situation in the case of group insurance 
on secured loans as it would be possible 
for an uninsurable person to secure a 
large FHA loan and then get group in- 
surance without being questioned on his 
health. On the other hand, a person 
who is not regularly employed or is not 
in good health is not apt to undertake 
the responsibilities of buying a home 
under the FHA plan. ; 

Right now the larger companies are 
getting so much regular group business 
that they are not inclined toward scout- 
ing the possibilities of uncharted fields. 
The employers are very receptive to 
group plans at the present time, due to 
the increasing social consciousness and 
prospect of a decrease in unemployment 
insurance taxes with no increase in the 
social security tax, although congres- 
sional action is yet to be taken on the 
tax situation. 





Gontrum Succeeds Hanna 


John B. Gontrum, Baltimore county 
attorney, has been appointed Maryland 
commissioner to succeed W. S. Hanna, 
recently retired. 





Ontario Handbook 
Being Distributed 


The Underwriters Hand-Book for On- 
tario for 1939 has just been published by 
Tue NATIONAL UNDERWRITER. This is 
the second edition of this comprehensive 
reference book covering Ontario insur- 
ance-wise. 

It lists all of the agents in the pro- 
vince showing recommending company, 
members of firm, other business trans- 
acted, sub-agents, etc. The compilers 
have gone to much trouble and expense 
to obtain the complete list of companies 
represented by each agency. This data 
is not available in the insurance depart- 
ment files and involves many personal 
calls, correspondence and checking. Data 
is given on all agents and companies, 
fire, casualty and life—stock and mutual. 


Much Miscellaneous Data 


Besides the “Agency Directory” there 
is also given the complete list of compa- 
nies licensed together with full data 
about each showing officers, home office 
address, financial statement, local field 
representatives, date of entry into Can- 
ada, group management and organiza- 
tion affiliation. A separate section lists 
all the groups in Canada by management 





* 


* 


.. “Few single items from 
the life financial state- 
ment are more important 


than...net interest earned. 


** JEFFERSON STANDARD 
continues to hold top 


position with an interest 
99 
rate of 5.08 per cent... 


* 


Greensboro, North Carolina 


The National Underwriter 


MARCH 24, 1939 


Jefferson Standard Life Insurance Co. 


together with the companies comprising 
these groups. 

Miscellaneous data is given showing 
the various insurance organizations with 
their officers and addresses, a brief 
resume of the insurance laws of Ontario 
list of insurance attorneys and adjusters, 
population of the various cities and 
towns and much other valuable data. By 
the use of the book one is able to get a 
very complete picture of the insurance 
line-up of each town in the province, 

The “Record of Insurance in QOp- 
tario,” showing fire and casualty compa- 
nies’ premiums and losses by lines and 
the life companies’ insurance paid for 
and insurance in force for the past four 
years is being published in a separate 
booklet to be distributed free of charge 
to all purchasers of the hand-book, 
within the next week or so. At the time 
the hand-book itself went to press this 
data was not available and so has been 
printed in a separate booklet. 

THE NATIONAL UNDERWRITER main- 
tains a branch office in charge of W. H. 
Cannon at 68 King street East, Toronto, 





Agents Optimistic, Coffin Says 

KANSAS CITY — Life insurance 
agents face the same selling problems 
today that they did a year ago, Vincent 
B. Coffin, vice-president and superin- 
tendent of agents of the Connecticut 
Mutual Life, told members of the Her- 
ley S. Daily agency in an agency con- 
ference here. 

The European situation is having 
little effect, even in the east, on life 
insurance sales, and since May 1 there 
has been a very definite upturn in busi- 
ness, Mr. Coffin said. Mr. Coffin has 
visited a number of agencies on his 
present trip. Agents are more optimis- 
tic. They have caught their stride 
again after the bulge of business at the 
year end, brought about by policy 
changes. 





Observing 34th Anniversary 


May is anniversary month in the Mu- 
tual Trust Life, it being the company’s 
34th year. A production contest observ- 
ing the birthday is being conducted. The 
campaign also is in honor of A. B. Slat- 
tengren, vice-president, who is complet- 
ing his 30th year with the company. 
John H. Ehn, general agent in Connec- 
ticut with headquarters in Hartford, also 
is celebrating his 30th year with the Mu- 
tual Trust. Paid volume gained in May 
over May, 1938, and is 14 percent ahead 
for the year to date. 





Davis Heads Reserve Loan 


Frank H. Davis of the actuarial con- 
sulting firm of Haight, Davis & Haight 
has been elected president of the Re- 
serve Loan Life of Indianapolis, suc- 
ceeding Wayne Burns, Sr., who has 
been inactive since about the first of the 
year because of ill health. Mr. Burns 
was elected vice-president. W. T. O’- 
Donohue was reelected vice-president. 
H. G. Woodbury was re-elected secre- 
tary-treasurer. Edward E. Seeler was 
re-elected a director. R. L. Daniel, un- 
til recently life insurance commissioner 
of Texas, was elected a director. There 
remains one vacancy on the board which 
will probably be. filled at the next meet- 
ing. Wayne Burns, Jr., was re-elected 
assistant secretary. Don H. Carter also 
was elected assistant treasurer. 


Death of M. H. Wyckoff 


M. H. Wyckoff, 78, former state man- 
ager of Modern Woodmen in Pennsyl- 
vania and for many years dean of the 
Woodmen’s state managers’ group, died 
at Girard, Pa. He was born at Sagi- 
naw, Mich., Dec. 1, 1860. Mr. Wyckoff 
began work for the Modern Woodmen 
as a district manager in 1882, working 
in Kansas until his appointment as state 
manager of western Pennsylvania in 
1898. In 1903, he was given supervision 
of all Pennsylvania, which position he 
filled until his retirement, Oct. 1, 1936. 
Paul D. Cremer, state manager for west- 
ern Pennsylvania, officially represented 








the head officers at the funeral. 
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Ratio 
— Total Taxes Total 
pom Admitted Capital 7 — Net é Co. Total Premium Total Total Paid (Except Disburse- 
D eed Faas Similar Reserves to Net | Liabilities Income Income Policyholders | Real Estate) | ments 
.;) 
(Par or Non-Par) Funds Reserves 
— 77,486,769 10,845,575 16,327,324 5,466,954 326,511 9,657,106 
Aeacla Mutual a Ln 2437203 | _65:068022 3756, | _71,063:718 10,662,570 15,710,614 5,265,160 259,702 | _ 9,365,148 
Washinton, D. C. (Par) LL A Rees 546.97 629,355 | 8.90%, | 585,932,481 91,162,006 | 131,811,703 | 61,863,028 | 1,997,069 | 88.478.583 
0) 621,319,457 15,000,000 25,5 , 5 455, ’ 8. 0% J ’ . ’ C , ’ 
Aetna LI 188 7:272,331 | 15,000,000 | 20,326,607 | 415,623.593 | 81509, | 543,945,724 90,056,989 126,156,285 | 58,529,606 1,944,506 | 84,825,027 
tartiod Conn. (P. & NE) Trae ’600,000 1075.35 | 15,987,346 | 10.480, | 17,876,787 ||(e) 2.348.481 |(e) 3,829,807 1,547,758 81,334 |(e) 3,099,037 
Alliance Life® eat ees 687 939.1 111, "19% | 16,962,815 2,444,581 |(e) 3,938,694 1;360,011 45,326 |(e) 3.539.277 
Peri, Il. (Non-Par) 18.123.657 | nueo | 13028850 | 5e'7a8°308 26.48%, | 62,895,453 || 17.463,665 | 21084262 | 6100, 328.195 | 13,499,603 
tae, Nasional (2) 67,420,881 2,000,000 | 11,212,802} 51,435,860 | 25.69% | 56,708,079 16,273,881 19,485,025 6,122,360 322,358 | 13,352,721 
59 876,282 883,39 886,148 103,709 7,593,826 
Amer, United cmap it 9 Ie aeeeas | sananaes | 220% | esren | Sesens|  Sterars| suas 73426 | 7337788 
Nodame lis Ind. (P. & N. P.) 47,731,231 |...........-5- 2,676, 438, 6.31% | $5,731,231 5,892,705 8,837,979 5 189,999 75,426 7-337 785 
Atlantic oe | yreetht oC 000 42210 Fe 96 Ba%0 | 27'587.404 3,821,877 5,527,061 2,435,632 97.757 3,834,564 
Ricimond Va. (P.& NF) bap yon — pe "489, 3.78% | 917'801/699 24,748,997 39,108,983 12,300,045 558,395 27,015,682 
Bankers | _ et ices | lesoeeee | 2702221 doesreris || 24651068 38:203,419 | 17,661,615 583.227 | 26,727,483 
Des Moines, Ia. (Par) a aeana2 |” 800,000'| ‘sraaersis | ‘98'387'270 29.99% 36,700,583 3,130,224 5,065,001 3,260,698 54,320 850, 
a hg Neb. (P. & N. P.) 40,577,474 500,000 5,188,145 | 27,912,774 | 20.38% | 36,647,705 3,158,204 5,101,317 4,022,163 89,331 5,763,108 
' 60,009,172 6,872,708 11,203,332 5,237,404 130,731 8,411,969 
Berkshire Life ae |. V7se2 | Soaiaaea | 376942 | — 57'400,880 6.627.924 11'238.265 | 4,998'746 128,762 | 8,079,362 
Pittsfield, Mass. ( one’ oo pe Nh "380, 3.44% | 61408575 || (e) 3.335145 |(e) 6.200157 1,191,493 93,062 |(e) 4,330,811 
Business Men’s 1909) 17,800,112 500,000 1:141,567 | 12,380,338 | 13.267, | 18,408,675 S284 |(0) SaeO.i87 1191.483 SA082 l(o) Aazastt 
Kansas City, Mo. (N. tg 15,898,549 500,000 80,341 10,768,852 | 13.75% anteaaee e vcaeaas |" 10,027.76 cise 4 7037 568 
Calif.-Western States or 51,489,506 875,000 2,167,699 44,196,182 | 6.887 a7 74S e B79 751 oie tit cer se778 Lethe 
aut” oe 269,083,265 1,000,000 10! 713, 139 232,063,268 Hp 262,559,147 25,322,766 42,970,372 | 24,642,372 547,080 | 36,517,012 
Toronto, Can. (P. & N BE) 261,314,861 1,000,000 8,508,939 | 228,206,573 | 4°170,| 256,101,221 25,067,822 41,036,840 | 23,514,631 529,690 | 34,215,917 
624 4,825,599 7,697,559 3,348,529 98,639 5,635,712 
Coane fe (ot “— fee. ear 3488393 Lp 40 ea ie 193¢ 821 7,455,588 3,490,175 102,919 5,252,825 
ae Su ae zieees |" 2000000 andes 39) 73.058 | 4282 | —43'890°700 5,583,865 |(e) 2,349,152 3,965,943 7,777 \(@) 6,364,716 
Chaniien Watene” (ee) acme ‘Son 000 aeae| Speen 7-517 | 41468576 5,033,357 |(e) 7.798566 |  3.429'509 127°312 |(e) 5.686.495 
Boston, Mass. (Non-Par.) 44,046,905 2,000,000 808,328 | 37,568,006] rage, | 41468576 || 5.033.957 fe) 7.798.366 3.429.506 27-312 |(e) 5.686.495 
Columbus Mutual* (1907) 31,899,350 500,000 2,025,623 | 23,411,728 | 10.797, | 28.523,727 Amas73 |(o) 8578008 2.135.031 53.683 |(0) 4.479.468 
a Tr) 1565) one son12 3,000,000 4,056'579 on1'Se0,988 ia 236,571,033 '780,877 |(e) 54649.152 | 21,183,802 9,540 |(e) 34,993,063 
yey Cone. &N.P.) 227,284,676 3,000,000 8.637523 | 184,435,777 | 6.319% | 218,074,153 38,194,164 |(e) 54,053,783 | 20,465,061 802,859 |(e) 33,219,599 
: 949, .334,1 855,664 | 41,669,136 
Connecticut Mutual (1846) 336,215,698 | Mutual 12,487,010 | 262,679,883 | 4.75%, 324,538,687 41,354 782 64 949 054 26 334,108 a55.664 | 41,669,136 
Hartford, Conn. (Par.) esses] cre 11,615,968 243,849,541 | 4.76% pepo Coats ajen tas aanaie op ppt 
Continental Amer. (1907) 23,096,465 637,530 1,683,024 | 17,907,355 | 12.797, | 1.077.619 555,716 785,133 1,849,683 68,660 2.927.073 
Wilmington, Del. (Par.) 21,131,862 637,530 1,414,656 16,363,789 | 12.54% oases S34908 @) ‘377 288 eeaae 103 es ° (434.283 
Continental Assurance* Me 30,438,336 1,000,000 2,782,100 23,889,039 | 15.83% bepty Re UB i ta a ) Sar ae 
ee “Beas ONT ++900:000 380141 7288 150 pir 7,445,870 438.643 | :2.934°207 "639,764 11.005 1,295,941 
a ong (Par.) 6,924,115 200,000 986,702 5,077,370 | 23.37% 5,922,413 2,213,913 2,604,840 573,634 4,903 1,224,491 
386, 0,761, 4,698,338 | 279,676,451 
Equitable Life*(e) (1859) 2,260,913,149 | Mutual 80,270,922 | 1,835,486,384 | 4.37% 3042932 597 ro 86003 408 3 7 178 331 oo 4,316,165 | 262,553,081 
New York, N. Y. (Par.) 2,105,542,759 |............-. 63,683,422 | 1,726,078,508 | 3.69% | 2.042.992 79,866,843 08,358.475 | 178,331,895 “316.165 | 262,588,081 
Equitable Life (1887) 182,251,842 1,000, 000 7,048.520 | 142,330,607 | 5.65% os oy car ae sreorare bet yor ‘gaa aes 
Fid jit a =e (18 87) 193°172:388 on 6.412.233 B73 208 : ae 116760426 13,588,876 22,233,423 | 10,905,595 277.334 | 16,746,703 
hindelphie, "860, ; 277, "330. | 111,062,670 13,347,976 21,526,467 9,720,814 241.170 15,480,939 
Philadelphia, Pa. (Par.) 117,860,424 |.............. 6.743.754 | 93.277.143 | 7°2307 ,062, 347,976 1,526,467 9.720.814 41,170 5,480,999 
37,503,496 250,000 1,035,364 | 33,225,598 | 3.8707 36,218,132 4,660,14 753; 814, : 
Feraineaeld, Til, (Non-Par) 35°27 716 250,0c0 | 1,025,000} 31,405°984 | 406, | 34,352,716 4.663.901 6753461 | 3.006543 87,039 | 4.908.989 
: 20,722,081 
Stan Me P.& NCP) Begeeets | Seven | Seoraes | 1ee4uee7s | §.00% | iMarerz || lese'sen [co aazacons | iserrser |  aeeael ey aawonres 
enGam (1909 49,895,382 | 3,000.00 | 1,628,082 | 42120328 | 19.990, | 45,895,382 6.572102 8.346.192 | 3,640,904 Yas.o07 | 6.768.384 
ees: -* RD teenies Eee Lis | eae hy 150;500 $08 17'507,215 28,003,876 | 13,837.265 991,493 | 21,388,354 
reat-West L 8 ” ', ’ ’ Ny . e 70 ’ . ', , ’ , iO 
c 16,861,102 27,015.770 | 12,986,197 394225 | 20,077,179 
Winnipeg, Can. (P. & N. P.) 156,805,466 1,0CC,0.0 5,449,368 50,326,444 | 12.82% | 153,356,098 a — py he 
; 1,856,889 | Mutual 2.422.523 | 17,344,202 | 13.979 20,434,366 3,830,798 5,086,292 1,949, 107 : 
— ae: 50286888 |. ee] 2317614 | 16030592 | 144ece | 18.914.275 3°768,090 4'875.780 | 1,938,847 96.410 | 3.621.486 
19,144,150 
Guardian Life (f) (1860) 132,964,301 200,000 6,746,723 | 101,954,502 | 6.81% | 127,750.573 16,910,068 27,286.871 11.234715 344.192 " 144,180 
onl ag 101202738 M a" 4413992 31'860'595 oon a7 ase gar 11,723,127 18,637,088 8,730,272 264,925 13,496,173 
Home Life »202, utua ,413, ,860, .39% 1138, 1723, 637, 730, 496, 
New York, N. Y. (Par.) 96,183,348 |.............. 4.6(8.453 | 78,319.574 | 5.12% 92.374, 896 ” 11,580,394 ” 18,315,016 ™ 8 14-738 272.141 * 12.978. 139 
Iinois Bankers® 1 27,567,488 200,000 937,993 | 20,936,680 | 5.44% 8.688. (o) 3.331.371 |(0) 5.983.082 8.772.301 82.204 |(e) 10,587,208 
indlanepoti ‘fe (Non FAra05) e094 812 M a 1,366,669 17902 428 ap, me ‘O28 143 "3156885 | 41893.139 1,234,653 62.842 3,200,427 
L 094, utuai 366, 802, Z ’ 
gtr Ind. (P. & N.P.) 20,407,405 |.........0.00- 1,315,107 | 16,618,469 | 7.91% | 19,392,298 3,180,483 4,653,020 1,429,623 46,895 2,990,155 
: . 11,418,144 
Jefferson Standard (1907) 20,008,972 1,000,000 3,600,000 | 62,988,769 | 7.30% 75,508,972 1 1,487,457 16.754.837 §.996,202 308 372 "A asee 
era "a My 20507 589 a fe0a'361 | 749139272 | 1o.g90? | 864.497°208 ||  163°887/048 (e) 212,894,272 | 92,340,621 3,102,537 |(e) 147,151,971 
gm ae ass ossess |... wun 76558253 | G9GleRI7I | I-09¢% | 808677082 || 152.637/276 |e) 200,179,790 | Ba.24l-8e2 | — 286d.596 |te) 134.642.972 
’ 4) RRR ret rarr y '. , ’ ‘ 0 . ’ . ” . ’ ’ ’ 9 ’ 
een i [ie| Bese | iat ‘tenae| Rie res | ‘eeee| ee | ceeet| ee) eee) hae 
Kansas City, Mo. (Non-Par 1242, ,000, 912, 961, 52% ,080, .768, ,225, eae Fas is:37b eur 
100,670,847 6,000,000 |  10.857:844| 77.682.351 | 21.70 88,363,003 || (c) 15,232,599 20,747,196 7,326, } : 
a che ve yf 95,346,724 6,000,000 } 10,238,496} 73,521,519 F098 83,358,228 ||(c) 15,858,617 20,985,012 6,653,713 460,759 | 14,243,162 
j k) 26,989,718 
veg ya SiO |i |} asa] games) paras] mamas | re Kh uatrae | meee (i) Stat | teary) ae Bane 
Life() (1874 476, "300, E ‘966, "790; 277.766 || (c) 17,637,442 25,684,337 10,036,688 309.612 | 16,949,435 
Londen Life (c) (1874) 126,476,114 300,000 |  12.938,348| 95,966,497 | 13.79% | 120.277.7 17,837,442 siSirass | ‘Sestee 900.612 | 16,948,435 
London, Ont. Can.(P. & N. P) 117,445,684 250,000 | 12,366,938 | 89,083,102 | 14.16% | 111,803,746 ||(c) 16, 32.356 24,311,839 9,633,848 297-39 16,207,191 
Manufacturers Life (1887) 167,371,386 1,500,000 6,681,814 | 138,714.394 | 5.907% | 158,349,328 243 3 23,518,408 
72,725 32,875,900 i3 296,250 545,049 743, 
Toronto, Can. (P. & N. P.) 154,938,935 1,500,000 5,842,929 | 129,075,251 | 5.69% M46, 778,151 ‘972, 13,296,250 135249 | 21783. 48 
"437,902 | 476,787,371 | 5. 809,000 68,711,082 118,097,724 22 467, “384, 
Sa... £05 088,369 a oe 66s 223 490887°715 6 tee ey 023,146 68,070,066 | 117,186,327 | 46,056,915 1303,090 | 74,615.926 
5 357,801 |(e) 817,797,695 
Me yen NY. (Parse trig7zoecr |....Mumal | 1 toseeo | aoe S689 7.51% | eee’ || oraeaedeld | Loitasssn | sissseise |  lezoees7 Ite 791300 968 
fand Mul "29,477,050 |: 300,000 048, ‘ogo, | ' 27/662: 702, 554,222 1,865,426 47,94 504; 
idland Mutual (1905) 29,477,050 300,000 248, 26,050 | 11.26% |  27,662,8¢5 702,043 554, Ao 
carics™ camn (ss| ieee | mea] foes] un | Bee | Gunes) te | «SiR | tien | aah] ac 
Paul, Minn, ; — "601, "338, "30%, : 723, 9/349.945 3,409,532 139,135 5,719,260 
St. Paul, Minn. (Par.) 40,926,189 |.............. 2.601.5F7 | 31,338,532 | 8.30% | 38,674,622 6,723,461 "349, 409,532 2laetss | 3.719.260 
"172 | 533,349,032 | 5.49 648,257,972 71,836,308 115,543,747 | 87,353.46 ‘ 
wd g NJ. (Par.) — 15 888531 i oe 28, 30 226 sy 423,109 Sore 617,356,305 69,262,826 110,535,610 | 53,111,353 2,475,920 | 81,798,593 
, 729,004 | 170,618,616 
Mutual Life (1842) 1,399,427,486 | Mutual An en ON) | LETS | 4.00% | bree lereanees |  garsagoes | lasgoraae presoes | 190843491 
nn thi (Par. 905) eat ee "Mutual be chy peu ee ‘ie . a1 368, 686 5,662,842 8,251,166 3,216,808 "105,368 5,366,331 
ua rust y utual ' e . (7) ’ , ” '* , 's * "967, 
Chicago, Ill. (Par. 40,750,839 |...........,.. 2.945.962 | 32,858,646 | 8.97% so starr «ome | = deal fee eases | 19,670,050 
National L. & A. (ce) _(1900) 63,074,521 4,000,000 5,660,613 |(e) 49,283,670 | 19.37%, | 5.013.9 7 ||\e) 23874837 26,054,872 7.077 332 771056 | 18,159,067 
Nanna apap a oH 30 a iribe aes ey 160,356 368 oe 195,367,000 on 21,924,076 34,690,752 | 17,555,915 384 26,015,613 
Montpelier, Vt. (Par.) 79,971,064 Pcl 11,067,120 | 162,356,343 | 6.82% | 186,903,944 20,681,249 33,237,480 | 17,074,046 477,635 469,409 
934,807 | 55,856,681 
Rew England Metet (1880) 435,723,879 | Mutual Tee | eee | ez | Seeeetor || sesescor soiszone | 3e273ei4 954477 | 50.861215 
0S! n, ass. , ae ’ ) . (i) 'y 'y ’ J ’ * 349,71 38 
Mien York, WY. Pars lisar | Zeanaeoae |... Matual | H27885.% | Leanzavne | Stee | Papeattor || Becwseaee | Satoccows | iororam |  Ssoties | aganae 
ew ork 9 aNe Se r. . 0 NOLO foc ccccccccoes ¥ ’ ’ . 70 : " ’ ‘ e : 150,643, 
Ma wach |i | euee [Mi | ame | ree | Sage | Mae | aie) stata | nate) dae tate 
ilwaukee, Wis r. aft Co 8 641, .60% 789, 1914, Taeeen 7 9972 
ern Natl. (1885) 141,613 1,100,000 5,079,985 | 53,555,052 | 11.54% | | 64,876,295 10,593,377 14,930,878 ‘659, tyr 
Minneapolis, Minn.(P. & N. P.) 64,898,095 1,100,000 4,769,363 49,617,189 | 11.83% 59,350,781 9,970,796 14,212,112 5,270,551 256,877 9 
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Ratio 
Compan: Net Surplus & Surp. Total Taxes Total 
ate gual vear| mite | caste | ila | ott, | SE} teh. | Ter | ee. | a, | A, | Se 

Oceldental 1906) | 1938 59,540,930 1,900,000 2,655,846 38,816,694 | 9.42% 56,809,597 10,881,855 17,897,974 4,011,995 209,955 16,924,3 
ny Angeles, Cal. (P. & ir 1937 53,047,456 1,000,000 1,752,047 33,993,760 | 8. 10% 50,653,779 9,179,777 | (h) 1, 3,268,573 141,591 10, ogee 

hi W ") 1938 033, 1,846,598 39,723,532 | 6.73% 44,204,424 5,707,633 8,611,929 3,506,429 126,441 6,273,568 

Cincinnat Ohio (P. & ) 11937 43,645,098 828,580 1,760,878 37,737,273 | 6.86% 41, = 518 5,718,524 8,349,731 3,158,357 125,866 5,892,042 
Pacific Mutual* L@. aN N 3 1938 232,781,742 1,000,000 8,328,824 170,716,033 | §.46% 227.706 156 20,212,861 |(e) 39,141,798 18, 176,676 §38,695 |(€) 33,352,151 
Los Angeles, Cal. ( Nd -)|1937 | 227,378,109 1,000,000 7,838,6 165,704,216 | 5°33% | 222,032,821 20,545,325 39,517,276 | 20,819,752 215,110 |(e) 35,071,027 

Pan-Amer. Life (0) a er ) }1938 36,559,997 1,000,000 1,052,458 | 31,454,328 | 6.53% | 34,553,461 5,559,586 7.981,477 176,902 132,276 528,944 
New Orleans, La. (Non-Par.) | 1937 34,108,930 1,000,000 1,045,147 29'285,335 6.98% 32,166,690 5,492,186 7,663,790 2,860,267 157,554 182,606 

Penn Mutual Lif (1847) |1938 | 702,629,809 Mutual 30,793,056 | 541,041,063 | 5.69% | 671,836,753 69,933,157 118,723,272 54,870,748 1,189,897 84,922,113 
Philadelphia, Pa. (Par.) 1937 | 668,082,455 |...... 29.208,347 | 517,269, 849 5.65% | 632,874,108 71,205,618 118,104,611 | 55,200,131 1,326,716 B7 OOTéle 

yg ~ ey (1851) | 1938 237,487,161 Mutual 7,412,543 188,193. 3.94% 230,149,618 26,664,894 41,379,685 16,321,051 619,428 28,210, 
Hartf 3 n. ) 1888 1937 PONEOOT Nc ciggccies sso 325,833 177, 492, 876 3.56% | 216,616,733 26,251,907 45,427,060 16,370,095 659,726 30,613,113 

poe ~~ ) 11938 346,418,516 Mutual 19,420,681 281,418,664 | 6.90% 326,997,835 34,056,078 56,091,997 26,916,131 765,000 40, 
Philad pea (Par.) 1876 1937 DAU TOS I. oc nocens, oes 19,470,7: 269,748,795 7.22% | 311,743,002 33,684,269 54,365,311 25,294,386 519,589 38,812 479 
NJ. (1876) |1938 | 3,800,786,614 errs 195,263,642 | 3,325,221,105 | 6.12% | 3,720,723,982 || (c) 648,769,653 | (e) 854,683,464 |(c) 436,693,629 15,461,655 |(e) 667, 237,452 

ewark, (Par.) 1937 | 3,584,334, 2,000,000 182,664,420 | 3,054,235,491 | 6.05% | 3,505,412,916 || (c) 654,370,389 | (e) 859,373,371 |(c) 408,934,722 14,428,774 |(e) 613,043,008 

Reliance Life (e) 1938 | 116,129,502 1,000,000 4,359,811 95,062,569 | 5.64% | 111,492,400 ||(e) 15,855,407 |(e) 22,095,442 9,030,690 298,269 |(€) 14,816,998 

Pittsburgh, Pa. (P. & NP) 1937 108,428,344 1,000,000 4,497,977 88,626,363 | 6.20% 103,791,895 ||(e) 16,018,733 |(e) 22,037,829 8,494,722 306,077 |(e) 14,069,127 
L 1938 430,897 500,000 581,788 749.070 | 4.04% 28,549, 109 4,417,072 |(s) 10,718,732 2,251,179 47,302 4,469,579 
Dallas, Texas toms 1937 22,416,950 500,000 :295,423 20,010,487 | 8.97% 21,506,912 3,132,005 4,340,940 TIGRE Used acvenaeeens 3,116,559 

Southwestern Life (1903) | 1938 490, 4,000,000 3,610,575 1024,665 | 15.52% | 55,879,713 9,850,248 13,759, 3,855,145 106,776 882,004 
Dallas, Tex. (Non-Par 1937 57,454,590 4,000,000 388,052 43,869,018 | 16.84% 50,066, ro 8,994,221 12,613,817 3,896,546 90,388 9,112,281 

State Life — Ind, (Par 1938 52,888,341 Mutual 1,045,338 46,380, 2.25% 51, 5,668,274 735,02 4,624,424 129,598 7,328,418 
Indianapolis, Ind. (Par. 1937 2b ee 1,181,417 45,106,311 |} 2.62% 50,467, 537 5,733,034 938,376 4,841,907 146,337 617,895 

State ne sag (1844) | 1938 182,383,866 Mutual 8,335,668 143,010,918 | 5.83% 174,048,198 18.560,765 31,654,868 15,226, 362,971 24,335,871 

. 0 0 * . ‘0 D a ’ s ry! ° ° 
Worcester, Mass. (Par.) 1937 WTOOIDIOIO | i065 ocies onde 9,258,511 138,010,780 71% 166,356,505 18,318,882 30,378,711 14,101,994 360, 22,624,669 

Sun Life 1 My p. 1938 873,271,554 2,000,000 26,754,147 720,731,695 | 3.99% 255,770,754 113,891,609 169,536,986 83,400, 2,356,357 125,063,855 

See Can. (P. & 4 1937 | 828,487,776 2,000,000 6,688,354 .122,0: 4.18% | 811,148,223 3,206, 171,789,471 76,203,343 1,880, 119,903,370 
ford, Co N (1863) | 1938 975,527,444 20,000,000 44,436,738 717,271,410 | 8.98% 922,170,983 112,104,510 160,676,599 73,369,071 2,616,141 106,075, 

y “hart nn. (Non-Par.) | 1937 914,463,948 20,000,000 36,079,134 | 668,310,461 | 8.39% | 866,406,132 113,207,735 158,752,691 69,713,215 2,573,490 101,943,905 
nion Central P 1938 374,398,134 2,500,000 10,075,460 299,157,597 | 4.20% 363,700,620 39,522,230 66,733,854 30,311,383 1,087,575 49,870,611 
Cincinnati, Ohio (Par.) 1937 359,411,605 2,500,000 11,479,692 | 287,083,200 | 4.80% | 347,717,055 38,142,379 66,996,452 29,754,972 900, 49,384,819 

United Benefit* (1926) | 1938 12,954,469 300,000 549,481 10,898,997 | 7.79% 12,354,469 3,242,172 |(e) 4,213,787 1,026,482 75,252 |(e) 2,671,607 

“ 0 0 0 O . ‘0 iy " » DO) O J b) 

y Sneha, — (Non-Par.) 1937 11,367,174 300,000 303,818 9,787,674 | 6.17% | — 10,792,174 2,981,325 |(e)  3,865,89 1,174,378 59,309 |(e) 2,934,264 
0 ae ong (1908) 1938 24,308,808 500,000 710,391 21,213,453 | 5.71% 23,598,417 2,641 538 4,113,991 1,979,040 77,640 3,159,231 

w echt tanooga, “yw } sae .(Non-Par.) | 1937 23,521,213 500,000 838,385 20,316,995 | 6.59% 921,213 2,715,093 154,0 2.078,792 93,714 3,385,440 
= ington —y ane (ce)(1923) | 1938 43,114,368 1,250,000 2,701,490 35,014,069 | 11.29% 39,162,879 || (c) 5,199,065 |(e) 15,624,884 3,529,029 160,651 |(e) 13,296,860 

weedowtule re (om lig | amesr|  "cin| age) SLE) Les | I | SO eae) | aa | ea 

9 9 . ‘0 a ’ 
San Francisco, Cal.(P. & N. ?, ) | 1937 23,885,723 375,000 997,257 20,403,595 | 6.73% 22,843,467 4,054,558 5,498,898 2,305,244 68,398 4, 031 506 

Western & Southern (c) (1888) | 1938 171,599,032 15,000,000 11,707,683 139,078,662 | 19.20% 147,791,349 ||(c) 27,855,796 36,153,468 16,321,958 645,919 28,528,982 

’ ’ O O ’ ’ . (a ’ ’ ’ * ° 'v' ’ O 
Cincinnati, Ohio (Non-Par.) |1937| 163,928,265 | 15,000,000 8,753,173 | 134,291,928 | 17 69% | 140,775,092 ||(c) 27,060,365 37,317,455 | 13,933,333 1,932,169 | 32,205,641 
" (j) Includes funds of reinsured companies 
f Mi Inlu moe ae and Surplus include A. & H. Dept. (k) Includes income on fonds of reinsured companies: 1937, $4,774,967 for which $3,419,601 is shown 
a3 Tone 2 ustrial and group departments. in disbursements; 1938, $4,339,120 income and $3,443 213 disbursements, 
$1 a7 pee value of the capital stock has been purchased and held in trust for policyholders. (m) Includes $2,112,878 mh Fund. 
fc eee _ a ial d _Sagevtment. (n) Excludes Illinois Life Fund. 
neludes Dept. (s) Includes ledger assets received through reinsurance. 


(f) Includes 3198, dt capital acquired for policyholders under mutualization plan. 


(hb) Includes $6,5' 


,118 ledger assets received through reinsurance. 
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Actuarial Society 
Anniversary Meet 


(CONTINUED FROM PAGE 1) 


at least that this was true until compara- 
tively recently. Except in the earliest 
days of life insurance in this country, 
there has never been any adequate basis 
for this idea. The fact that it exists is 
more of a tribute to outstanding actuaries 
like Arthur Hunter, vice-president and 
chief actuary New York Life; W. A. 
Hutcheson, vice-president actuary Mu- 
tual Life of New York; L. M. Cathles, 
president North American Reassurance; 
the late Henry Moir, president United 
States Life; and the late George Gra- 
ham, who was executive vice-president 
of Manhattan Life at the time of his 
death. These Scotsmen were among 
the pioneer actuaries in the actuarial side 
of American life insurance. The promi- 
nence which they and other Scottish 
actuaries achieved resulted in a general 
impression among insurance men that 
the first step toward being a top-flight 
actuary was to be born in Scotland. 

The other legend which has grown up 
about the Actuarial Society is that ex- 
aminations are made extremely rigorous 
not only to assure a high standard of 
competency in the profession but to 
keep the membership from growing too 
large. Some have even thought the 
society decided each year how many it 
would take in and then took the best of 
those qualifying, up to the prede- 
termined number. 


No “Exclusivity” 


Actually, the society is proud of its 
increased membership and has no “ex- 
clusivity” complex. Examinations are 
far from easy but with ability and ade- 
quate preparation it is possible to pass 
them. An a matter of fact, the society 











takes in every candidate who makes a 
passing grade. What will constitute a 
passing grade is decided before the ex- 
amination and on the basis of the dif- 
ficulty of the questions, the aim of 
course being to keep the requirements 
as uniform an possible from year to 
year. If every candidate were to get a 
passing grade, there would be that many 
new members of the society. 

Most of the tales about the impossible 
difficulty of the society’s examinations 
stem from the fact that a very high per- 
centage of those taking them fail to 
pass. This in turn is due mainly to in- 
adequate preparation, for the examina- 
tions are not merely tests of mathe- 
matical wizardry but require a vast 
amount of factual knowledge and the 
ability to utilize it. Disregarding can- 
didates whose examination score is so 
low as to be ludicrous, quite a respect- 
able proportion of the remainder suc- 
ceed in getting a passing mark. And 
a number of candidates not only pass 
but make scores close to 100 per cent. 


Anniversary Banquet 


The 50th anniversary was celebrated 
at a banquet at which other actuarial or- 
ganizations here and in Great Britain 
were represented: V. R. Smith, Con- 
federation Life, president of the Ameri- 
can Institute of Actuaries; F. S. Perry- 
man, president Casualty Actuarial So- 
ciety; Col. H. J. P. Oakley, actuary 
North British & Mercantile, president of 
the Institute of Actuaries of Great Brit- 
ain; and L. M. Cathles, president North 
American Reassurance, who represented 
the Faculty of Actuaries of Scotland. 

Announcement is made of additional 
papers that are being presented at the 
meeting this week. They are: 

“Some Sidelights on Actuaries and 
Their Organizations,’ William A. 
Hutcheson, vice-president and actuary, 
Mutual Life. 

Used 


“Methods in Disability and 


Double Indemnity Researches,” W. G. 
oe. assistant actuary, New York 
ife. 

“Actuarial. Note: Immediate Annuity 
Dividends,” Kingsland Camp, assistant 
mathematician, Equitable Society. 

“Actuarial Note: Mortality on Term 
Insurance and Attained Age Conver- 
sions,” Charles E. West, assistant actu- 
ary, Provident Mutual. 

“The Education of the Actuary,” Ar- 
thur Pedoe, actuary for Canada Pruden- 
tial of Great Britain. 


Difficulty of Expression 


The actuary of today is faced with 
the necessity of making himself clear 
not only to others in the life insurance 
business but to the general public as 
well, R. D. Murphy, vice-president and 
actuary Equitable Society, said in his 
presidential address. The actuary, he 
said, uses many common words in un- 
usual and restricted meanings and there- 
fore runs a double danger of not being 
understood by people who think they 
understand him. 

“The importance of our method of ex- 
pression is well illustrated by the infer- 
ence sometimes drawn outside our ranks 
that with every form of level premium 
permanent insurance, even with the 
ordinary life policy, there is an invest- 
ment part of the contract which is sepa- 
rate and distinct from the insurance 
part,” he pointed out. “It gives rise to 
various fallacies concerning the true na- 
ture of the reserve and its disposal. 

“Granted, as history seems to conclu- 
sively prove, that level premium life in- 
surance is the only type of permanent 
life insurance which will give practical 
satisfaction, then the creation of a re- 
serve is the inevitable collateral result of 
that level premium and in no true sense 
is due to the separate purchase of an 
investment in the usual sense of that 
term. 








“And many are the wrong inferences 





which may spring from the tacit as- 
sumption that the reserve set aside in 
this socalled investment part of the con- 
tract is for each policyholder the aver- 
age reserve found by dividing the re- 
serve fund into individual shares with- 
out regard to insurability.” 

Mr. Murphy declared that much may 
be gained by recognizing that the ac- 
tuary has a definite part to play in 
making the general principles of the life 
insurance business understood by the 
public, and added that “if we set our 
minds to it I feel sure that many ways 
will be found to carry our share of that 
responsibility.” 


Discusses Term Insurance 


Touching on the pitfalls of term in- 
surance for the average person, Mr. 
Murphy drew an analogy between at- 
tempts in recent depression years to 
stimulate interest in term coverage and 
the ill-fated vogue for assessment in- 
surance that developed in the depression 
period following the Civil War in re- 
sponse to the siren song of why pay 
more than the cost of protection from 
year to year. He said that the volume 
of term business on the books shows 
companies are willing to write this busi- 
ness where it is appropriate but that 
they would be guilty of serving the pub- 
lic badly if they did not emphasize with 
every power at their command what his- 
tory has taught us, namely, that for 
those who can anticipate a permanent 
need for protection and who can pay 
for permanent level premium insurance 
that form will serve them best. 

About 300 actuaries were on hand for 
the two-day meeting. 





A. W. Rogers has been appointed 
chief agency officer of the Ontario de- 
partment of insurance. For the past 
= he has been on the inspection 
staff. 
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Boosts Harry Wright 
Cause in the Far West 

















GRANT TAGGART 


The Harry T. Wright committee an- 
nounces that Grant Taggart of Cowley, 
Wyo., has accepted appointment as su- 
pervisor of nine far western states in the 
effort being made to bring about the 
nomination and election of Mr. Wright 
as vice-president of the National Associ- 
ation of Life Underwriters at the annual 
meeting in September. Mr. Taggart, the 
famous million dollar producer of Cali- 
fornia-Western States Life, will super- 
vise the work in this cause in New 
Mexico, Arizona, Utah, Wyoming, Mon- 
tana, Idaho, California, Oregon and 
Washington. 

Mr. Taggart has authorized the state- 
ment that he favors election of Mr. 
Wright on his great record, because he 
was elected secretary of the National as- 
sociation last year and should now “go 
up” and because Mr. Wright is a per- 
sonal producer. Mr. Taggart points out 
that the last six presidents of the Na- 
tional association have been general 
agents or managers. “I believe,’ Mr. 
Taggart declares, “that it is time a per- 
sonal producer be honored with that po- 
sition.” ; 








Actuarial Parley 


on Pacific Coast 


LOS ANGELES—Informal discus- 
sion prevailed at the meeting here of 
the Actuarial Club of the Pacific States, 
with criticism of formal papers set over 
until the fall meeting. 

The topic “Group and Regular 

Methods for Protecting the Unpaid 
Balances of Mortgages or Home Pur- 
chase Contracts,” was reviewed mainly 
on the method employed by Occidental, 
California-Western States and West 
Coast Life in covering California veter- 
ans home purchase contracts. The 
point was raised that when the insur- 
ance premium was deducted from the 
total payment no change was contem- 
plated in the payment, but the period 
required for the repayment of the loan 
Was extended. 
_ Discussion of the topic “The Need 
tor Cooperation Between Life Com- 
panies to Improve the Situation with 
Respect to Commissions, Premium 
Rates, Non-Forfeiture Values, Under- 
writing Rules, etc.” brought out that 
there had been competition in the mat- 
ter of non-forfeiture values; a plea for 
better cooperation for greater unifor- 
mity in underwriting, and the need for 
improving the selection at the source. 
A tendency toward standardization of 
Premium rates was noted. 

In connection with the topic “Is a 
War Clause in Life Insurance Policies 
Desirable,” clauses used in France, Ger-- 





many, Switzerland and Italy were cited, 
excerpts from. a paper presented in 
Manila, P. I., were read and the dis- 
cussion brought out that the companies 
are divided as to the necessity for such 
a clause. 

“Premium Billing Collection Prac- 
tices (a) Salary Allotment (b) Monthly 
Premium Business,” was _ discussed, 
some of the speakers saying that 
monthly premium business handled in- 
dividually proved troublesome; others 
said the business had been successful 
and the company was definitely favor- 
able to it. 

“Practices in the Evaluation of Vari- 
ous Classes of Life Policies as a Test 
of Premium Adequacy” was illustrated 
by the opening speaker with a number 
of charts. The discussion brought out 
that two companies are holding to a 
minimum policy of $2,000 under non- 
participating forms. 

F. M. Hope, Occidental Life, read a 
paper “A Survey of Permanent Total 
Disability Insurance.” In the discussion 
it was pointed out that most companies 
ceased issuing income disability shortly 
after rates had been established on a 
more adequate basis. Thus they had 
the bulk of their business at old inade- 
quate rates and this might be to a 
great degree responsible for apparent 
heavy losses. The disability committee 





was instructed to get in touch with each 
company as to individual company ex- 
perience and data, and Chairman Hope 
will report these at the next meeting. 

The club decided to invite the heads 
of investment departments of the com- 
panies to meet with the club at Del 
Monte. 

The question of having the under- 
writers participate in the next meeting 
was left to a decision of the program 
committee after a conference with the 
executive committee. 


NEW YORK 


N. Y¥. DEPARTMENT’S FAIR EXHIBIT 


The New York department has an ex- 
hibit at the New York fair depicting 
through an illuminated display the 
amount of business out-of-state insur- 
ance companies do in New York. The 
exhibit also shows the tremendous 
growth of the insurance business since 
1860. 














BIG “AD” ACCOUNT SHIFTED 


Metropolitan Life has placed its wel- 
fare advertising account, starting Sept. 
1, with the Young & Rubicam Adver- 








Heretofore it has been 


tising Agency. be 
Hawley Advertising 


handled by the 






Company. John H. Hawley will soon 
become associated with Young & 
Rubicam. 















SUPERVISORS HEAR ANDERSON 


A. M. Anderson, insurance publicist 
of Pasadena, talked on his one-inter- 
view programming system at the May 
meeting of the New York City Life 
Supervisors’ Association. 


















Mrs. Edith M. Flanagan, secretary to 
W. A. Hutcheson, vice-president and ac- 
tuary Mutual Life of New York for 25 
years, retired this week and will sail 
for Europe shortly. She plans to spend 
the next few years in traveling. 











Eight leaders of the Holgar J. John- 
son Agency of Penn Mutual in Pitts- 
burgh are making a trip to the home 
office as guests of Mr. Johnson for a 
three-day inspection trip. These men 
were selected by virtue of having been 
high in agency production for the first 
quarter. The caravan will leave Pitts- 
burgh Sunday and spend Monday and 
Tuesday at the home office returning 
Tuesday night to Pittsburgh. They will 
be officially entertained by officers of 
Penn Mutual, 
















J. J. Small, 68, special agent New York 
Life, Portland, Ore., died there. 
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STRONG 


\ “TELLING POINTS” is a booklet of facts about NWNL highlighting various 
phases of the Company’s record in simple, visual style. The 1939 edition of 
«Telling Points,” from which the pages above were taken, is now in the hands of 
NWNL fieldmen, who annually find it one of their most effective selling tools. 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY 


O. J. ARNOLD, President 


Minneapolis, Minnesota 
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» Bonds ang cash to. 





Page Twelvg 







Nyy 


\\\\ eS 
AVERAGE 0 \ 
$5,196 PER DAY 

FoR 19,465 pays 

Since 1885 












LIBERAL 


























10 





HieNATIONAL UNDERWRITER 


May 19, 1939 








Three Concepts to 
Be Developed by 
Insurance Institute 


In discussing the program of the In- 
stitute of Life Insurance before the 
North Central Round Table of the Life 
Advertisers Association at Excelsior 
Springs, Mo., President W. T. Grant of 
the Business Men’s Assurance said the 
first concept of life insurance that 
should be developed in the minds of 
policyholders and the general public is 
that life insurance is a great business 
democracy. It is a partnership of 64,- 
000,000 cooperating policyholders who 
have put some $27,000,000,000 in a com- 
mon fund for the protection of their 
families and themselves. Self-interest 
is the most powerful of all emotions and 
policyholders must be made conscious 
of their own selfish interests, if for no 
other reason, for defending vigorously 
the assets of the companies from the 
attacks of those who are its critics. 

The second concept which should be 
developed is that life insurance offers 
a policy for every purse and purpose. 


This answers the charge frequently 
voiced that life insurance costs too 
much. The public should be made to 


realize that all insurance is a good buy 
and that a man gets what he pays for 
in the different types of insurance. A 
man may get the wrong kind of insur- 
ance for his personal requirements, but 
his insurance policies are never over- 
priced. 


Agent Makes Plan Work 


The third concept is that the insur- 
ance agent is the service agent for the 
partnership. He is needed to make life 
insurance work. He is a business man 
and the product he deals with is self- 
help and earned security. It is the iob 
of the agent to see that the policyholder 
gets the right policies for his needs and 
make the policyholder realize that the 
agent’s service does not end when the 
policy is bought. 

A study by the Institute of Life Insur- 
ance shows that only 3 percent of the 
public have let the social security act 
make any difference in their insurance 
plans, 83.2 percent said the social se- 
curity act made no difference and 10.6 
percent stated that they hadn’t thought 
about it, and 3.2 percent said they 
didn’t know. 





L. R. Lunoe, superintendent of agen- 
cies Mutual Trust Life, is visiting east- 
ern agencies on a trip to last several 
weeks. 
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ENTIRE BUILDING TO LEASE 
153-22 JAMAICA AVE. 
JAMAICA, NEW YORK CITY 


This light, airy Corner Building, 5-story and base- 
ment, consisting of about 17,000 square feet avail- 
able floor space. 


Immediate Occupancy. 


CHARLES P. STEWART 
91-02 Sutphin Boulevard, Jamaica, N. Y. 


Insurance College 
Starts in Hartford 


HARTFORD—A bill incorporating 
the Hartford College of Insurance, the 
first degree-granting post graduate 
school in the United States devoted en- 
tirely to insurance instruction was 
signed by Governor Baldwin. The bill 
recently was unanimously passed by the 
general assembly. 

Incorporators met immediately for- 
mally to establish the school and elect 
officers and trustees: President, Harlan 
S. Don Carlos, manager life, accident 
and group claims department Travelers; 





HARLAN S. DON CARLOS 


director, E. G. Baird, dean Hartford 
College of Law; vice-president, Berke- 
ley Cox, assistant counsel Aetna Life; 
secretary-treasurer, V. B. Coffin, vice- 
president and superintendent of agencies 
Connecticut Mutual Life; bursar and 
registrar, Mrs. Florence P. Hamel. 
Trustees include many well known 
attorneys and insurance men. 

The college, operated in conjunction 
with the Hartford College of Law, of- 
fers two courses of instruction: the 
course in general insurance science con- 
sisting of three years of night study and 
leading to the degree master of science 
in insurance, and the course in insur- 
ance law, consisting of four years of 
day study and leading to the degrees 
bachelor of laws and master of science 
in insurance. 

Candidates for the insurance college 
degrees must hold a bachelor's degree 
from an accredited college or university. 
Others not possessing the bachelor’s de- 
gree but employed by an_ insurance 
company may be admitted to the in- 
surance college but not as candidates 
for the degrees. 

Classes in the night division will 
begin Sept. 18, in the day division Sept. 
25. Registration will be Sept. 11-16. 
Catalogues containing full information 
probably will be available July 1. 


J. R. Brackett in TNEC Post 


WASHINGTON-—James R. Brackett 
has been appointed executive secretary 
of the Temporary National Economic 
(monopoly) committee, succeeding Leon 
Henderson, who was recently appointed 
to the SEC. Mr. Brackett was formerly 
assistant to Mr. Henderson. His duties 
will be mainly administrative and for the 
present Mr. Henderson will continue to 
supervise the economic coordination of 
the committee’s studies. 

Mr. Brackett went to the monopoly 
committee shortly’ after its formation, 
having previously been on the staff of 
the supervisor of information at the 
SEC. From 1930 to 1935 he was an As- 
sociated Press correspondent in Wash- 
ington and New York, writing largely 
on economic and financial matters. Be- 
fore that he was on the Paris edition of 
the New York “Herald Tribune” and in 
other newspaper work. He is a gradu- 





National Negro 
Program Announced 


Schedule of Events for the 
Annual Meeting at 
Los Angeles 


At the annual meeting of the National 
Negro Insurance Association, which will 
be held in Los Angeles, July 12-14, the 
Golden State Mutual Life, 4261 Central 
avenue, Los Angeles, will be the host 
company. B. T. Bradshaw, president 
Virginia Mutual Benefit of Richmond, 
Va., is chairman of the program commit- 
tee, his associates being M. S. Stuart, 
vice-president Universal Life, and A. T. 
Spalding, assistant secretary and actuary 
North Carolina Mutual. C. Blunt, 
Great Lakes Mutual of Detroit, is presi- 
dent and C. L. Townes, Virginia Mutual 
Benefit, is secretary. H. L. Street, 
Mammoth Health & Accident, Louis- 
ville, is treasurer. 


Greetings Will Be Extended 


At the first session William Nicker- 
son, Jr., president of the Golden State 
Mutual, will talk on “Employment Op- 
portunities.” The evening of the first 
day, George A. Beavers, Jr., Golden 
State Mutual, will be master of ceremo- 
nies. There will be greetings from dif- 
ferent organizations in the state. Coin- 
missioner Goodcell will speak for the 
California insurance department. J. R. 
Lewis, general counsel and vice-presi- 
dent Afro-American Life, will speak on 
“Negro Investments and Their Effect 
Upon the Social and Political Growth.” 
J. G. Ish, agency officer Supreme Lib- 
erty Life of Chicago, will present the 
conservation month award. 


Features of the Program 


President Blount will give his annual 
address at the morning session, July 13. 
‘here will be a general discussion on 
“Can Our Present High Lapse Ratio Be 
Keduced? If So, How?” lt will be led 
by N. H. Martin, manager Central Life. 
there will be an executive seminar in 
the afternoon session with D. D. Shack- 
elford, auditor Louisiana Industrial Lite, 
presiding. A round table discussion on 
“Current Investment Trends” will be led 
by President H. H. Pace, Supreme Lib- 
erty Life. M. S. Stuart, vice-president 
Universal Life, will give the report of 
the social security committee. A. T. 
Spaulding, assistant secretary North 
Carolina Mutual Life, will talk on ‘“Per- 
tinent Executive Problems.” Other sub- 
jects are Compensating Industrial 
Agents,” ‘Plans of Insurance Written 
and Kelated Problems,” “Legislative 
Trends,” “Industrial Policy Provisions,” 
“Attitude of Courts When Manage- 
ment Fails to Function Properly,” 
“Proper Accounting.” 





Texas Agencies Have Good Month 


The Texas agencies of the Lincoln 
National Life wrote $1,416,370 in April 
for one of the best months on record 
and O. D. Douglas, Texas general 
agent, hopes that the agencies will ex- 
ceed this amount of written business in 
May which is Hall month. To stimu- 
late production, the San Antonio agency 
has accepted the challenge of the Beau- 
mont and Houston agencies, and 
Amarillo and El Paso agencies will hold 
a production contest. The El Paso 
agency showed a 39 percent increase in 
written business the first four months 
of the year over the same period in 
1938. 

H. F. Tschirhart, San Antonio, Tex., 
led the Texas in production for April 
and ranked third among the company 
agency force for the first four months. 





The annual dinner and ladies night 
of the Boston Life Insurance and Trust 
Council will be held May 23. President 
Simon D. Weissman will give a lecture 
on Guatemala and show colored motion 
pictures which he took. Officers will be 




















ate of the University of South Dakota. 


Illinois Are Given 


The total new legal reserve life jp. 
surance produced last year in Illinoj 
was $1,140,912,669 and there is in fore 
$8,890,998,595. The Illinois legal te. 
serve companies produced $86,579,56y 
ordinary and $24,172,539 industrial. The 
companies of other states produced jp 
ordinary $750,684,620 insurance an 
$250,340,274 industrial. The four Cana. 
dian companies produced $29,135,667 
The companies writing over $10,000,009 
in Illinois in ordinary are the Continep. 
tal Assurance of Chicago with $11,952. 
492; Country Life, $18,330,490; Illinois 
Bankers, $18,248,716; Washington Na. 
tional, $11,120,417; Aetna Life, $71,399. 
163; Connecticut General, $15,699,215: 


Equitable Society, $64,140,296; John 
Hancock Mutual, $27,736,389; Lincoln 
National, $15,597,040; Massachusetts 


Mutual, $16,607,719; Metropolitan Life. 
$154,141,097; Mutual Benefit, $11,670,- 
903; New York Life, $37,102,000; North. 
western Mutual, $22,904,839; Penn Mu. 
tual, $14,191,682; Prudential, $83,029, 
631; Travelers, $49,900,481; Sun Life 
of Canada, $16,988,256. 

The Supreme Liberty Life of Chicago 
wrote in industrial $11,290,743: Wash- 
ington National, $5,006,279; American 
National, $6,121,988; John Hancock, 
$20,169,890; Metropolitan, $102,514,391: 
Monumental Life, $5,870,135; National 
Life & Accident, $7,047,731; Pruden- 
tial, $91,739,061; Western & Southern, 
$11,576,195. 


Selectors Keep Pace with 
Air Travel Progress 





(CONTINUED FROM PAGE 2) 


of the relative hazards of ocean and ter- 
rain flying, general opinion being that 
water flying is safer, emergency land- 
ings generally less dangerous and alti- 
tude instruments, still generally cali- 
brated to sea level, being more practical 
in determining actual altitude over the 
ocean. 

Meeting in special session on the first 
day, the occupational committee was 
under the chairmanship of Harold 
Davies, Equitable Society assistant 
superintendent. Mr. Davies introduced 
R. J. Vane, Metropolitan supervisor oc- 
cupation rating, who gave the registrar 
general’s report. 

Discussion of “Mining Areas with 
Silicosis Hazard,’ by Daniel Harring- 
ton of the U. S. bureau of mines, and 
of “Steam Railroad Shops” and _ the 
underwriting problems involved, by H. 
W. Tichener, Prudential, ended the 
morning meeting of the group evaluat- 
ing underwriting questions in selected 
industries, a feature of every meeting. 
Winston E. Fox, underwriter State 
Mutual Life, was the first speaker of 
the first day’s afternoon session, speak- 
ing on “Leather Finishing.” Mr. Fox 
was introduced by the chairman, C. K. 
Evans, assistant underwriting secretary 
Guardian Life. His talk was followed 
by a discussion of “Students in Engi- 
neering Schools and Research Labora- 
tories” by L. E. Ludwig, Penn Mutual. 
Final paper in the specialized session 
was on “Press and Newsreel Photog- 
raphy; Special Events Broadcasting” by 
William Shafer, Metropolitan Life. 





Many Leaders From Chicago 


Four of the Equitable Society’s first 
10 leaders in paid business for the first 
four months are Chicago men. John 
Morrell, associate manager Lustgarten 
agency, is No. 1 with $2,200,000. Louts 
Behr of the same agency with $1,400,000 
stands fourth; Harry T. Wright, assoct- 
ate manager Woody agency, Chicago, 1s 
sixth, and Courtenay Barber Jr., of Chi- 
cago is ninth. Mr. Morrell also is first 
in volume of paid premiums, Mr. Behr 
fifth, Mr. Wright 10th and Mr. Barber 
11th. H.M. Carlsen of Des Moines 1s 





elected. 


first in number of cases. 


Company Leaders in} 





be of 
relatic 
stitute 
vertis 

Pe 
Men’s 
meeti 
Much 
to th 
was 
forms 
was 

A. 


sectic 


- ammo eh es @P © we OC. 












VY 19, 1939 





STs inf 
en 


ve life in. 
In Illinois 
is in force 
legal re. 
$86,579, 56y 
strial. The 
oduced in 
ance and 
four Cana. 
29,135,667, 
10,000,000 
Continen. 
| $11,952. 
); Illinois 
gton Na- 
, $71,389. 
5,699,215: 
6; John 
Lincoln 
achusetts 
tan Life, 
$11,670,- 
0; North- 
enn Mu. 
$83, 029,- 
un Life 





Chicago 
> Wash- 
\merican 
Tancock, 
514,391: 
National 
Pruden- 


outhern, 


ith 


2) 

ind ter- 
ig that 
y land- 
id alti- 
y Cali- 
ractical 
rer the 


1e first 
€ was 
Harold 
sistant 
»duced 
or oc- 
pistrar 

















































; May 19, 1939 


LIFE INSURANCE EDITION 


11 











'Public Relations at Ad Men's Meet 
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be of vital importance in pushing public 
relations work, The Life Insurance In- 
stitute will welcome the aid of the ad- 
vertising man in its work, he said. 

A Higdon, vice-president Business 
Men’s Assurance, was chairman of the 
meeting and presided at all the sessions. 
Much favorable comment was heard as 
to the manner in which the meeting 
was conducted. All sessions were in- 
formal and following each speaker there 
was a general discussion. 

A. Scott Anderson, manager service 
section Equitable Life of Iowa, talking 
on “Contests,” said practically all com- 
panies promote various kinds of con- 
tests. Increased production is the aim, 
even although somebody is being hon- 
ored. He said there may be too many 
contests. It was the opinion of most 
of those present that it was practical to 
arrange the prizes on the basis of either 
or both paid for or written business. 
Several felt that the merchandise prize 
is more appreciated by the agent than 
cash prizes. The experience of most 
companies is that the persistency of 
business written during a contest is 
about equal to that written at any other 
time, 


Good Results on Direct Mail 


In a direct mail discussion led by 
M. C. McKay, assistant secretary Busi- 
ness Men’s Assurance, the general opin- 
ion was expressed that some good re- 
sults have been obtained. The import- 
ance of testing the effectiveness of direct 
mail before being sent out for general 
use was stressed, 

J. J. Prather, agency secretary Ameri- 
can Mutual Life, said that in preparing 
printed material for both agents and 
policyholders color is an important fac- 
tor. Color makes the material more at- 
tractive and gets more _ attention. 
Photographs and drawings were rec- 
ommended. 

W. M. Gieske, Ferry Handly Ad- 
vertising Agency, Kansas City, stated 
it has been proven that sequence pic- 
tures attract the most attention and 
posed photographs come second. 

“Sales Promotion” was discussed by 
Russell B. Reynolds, director sales serv- 
ice American Mutual Life. Before 
joining the home office staff, Mr. Reyn- 
olds had a successful career as a pro- 
ducer in the field. 

In preparing sales material it is neces- 
sary that the plans be made for getting 
it used, said Mr. Reynolds. Theory in 
preparing advertising is being replaced 
by the interchange of ideas with field 
men, research and actual field tests. Ma- 
terial is developed to allow for the in- 
jection of the agent’s personality. The 
material should be coordinated so that 
it is easier to use, he said. 

“Institutional Advertising’ was dis- 
cussed by E. E. Kirkpatrick, superin- 
tendent of agencies Ohio National Life. 


Can’t Make Special Study 


The average buyer of life insurance 
does not have time to make a special 
study of it, so he gets his impression 
of the business from miscellaneous 
sources, said Mr. Kirkpatrick. A few 
have had personal experiences, but the 
greater number get their impressions 
from agents, the press, public talks, the 
radio and adverse critics. Agents have 
done a good job in presenting life in- 
Surance to the public, although in a 
few cases untrained salesmen have un- 
consciously harmed the business. 

All life insurance advertising is insti- 
tutional in some respects and aids all 
companies and agents. An institutional 
advertising campaign can be carried out 
without any company abandoning in- 
dividual advertising if it wishes to con- 
duct such a campaign. In Canada the 
Mstitutional campaign has been in op- 
eration for 18 years with 25 companies 
cooperating. Some of the companies 
also carry on individual campaigns. 


presented to the public which gives a 
wrong impression of life insurance, said 
Mr. Kirkpatrick. Incomplete or incor- 
rect information, however honest the in- 
tentions of the giver, tends to arouse 
suspicion in the minds of policyholders 
and prospective buyers. Facts should be 
presented to the public in simple, un- 
derstandable language so these wrong 
impressions will either be prevented or 
their negative effect nullified. 

In his talk on “Outdoor Advertising,” 
W. T. Plogsterth, director of field serv- 
ice, Lincoln National Life, told of his 
company’s experience with this form of 
advertising. The primary purpose of 
outdoor advertising is to get the name 
and the product before the public. His 
company used this type of advertising 
from 1933 to the end of 1937. It is not 
now using it. He stated the company 
feels that through its national adver- 
tising it is reaching a larger field than 
by having billboards in certain cities. 
The cost of outdoor advertising is quite 
high and as the Lincoln National’s 
agency force expanded and more agents 
‘became eligible for this sort of adver- 
tising in their communities, the cost 
was too much compared to national ad- 
vertising which covers the entire field. 
He believes the cost of outdoor adver- 
tising is too high for most companies, 
if an attempt is made to cover the entire 
field. 


Discuss Value of Newspaper Ads 


E. S. Westcott, advertising manager 
Bankers Life of Nebraska, said a com- 
pany that does not advertise is much 
like a man winking at a pretty girl in 
the dark. He knows what he is doing 
but the girl does not. He invoked a 
discussion on the value of newspaper 
advertising. There was a difference of 
opinion on the subject. John McCarroll, 
Bankers Life of Iowa, said his com- 
pany felt it is getting good results, while 
Harry V. Wade, vice-president Ameri- 
can United Life, was not in favor of 
newspaper advertising. 

In a discussion of radio advertising, 
it was the consensus that for most com- 
panies the cost is prohibitive. 

Mr. Wade said his company’s adver- 
tising in a number of trade journals pro- 
duced good results. This advertising 
means much in the building of morale 
among agents. It gets an appreciable 
result and a company gets its money 
out of trade paper advertising. 

For the past year the American 
United Life has been publishing the 
“Home Office Magazine” devoted to 
subjects of interest to home office men. 
Mr. Wade said he felt it is good busi- 
ness for his company to keep its name 
prominently before all persons in the 
home offices of companies. 

In discussing publications put out by 
companies for their agents and policy- 
holders, Mr. Wade said much can be 
done to improve the appearance and the 
reader interest. He thinks there should 
be a general “pepping up” of practically 
all such publications, to make them more 
interesting. It was pointed out by sev- 
eral that the personal items regarding 
agents are important. 

“Conventions” were discussed by I. 
M. Grimes, agency committee secretary 
Bankers Life of Iowa. He feels that 
training and education are important 
factors to stress at conventions. Some 
companies hold only annual meetings 
while others prefer both, an annual 
gathering and regional meetings. Many 
expressed the opinion that a convention 
does much to improve the morale of 
agents and tie them closer to the com- 


pany. 


AD MEET COMMENT 


In addition to the speakers, among 
the company executives present were 
L. D. Ramsey, secretary, and L. L. 
Graham, director field service Business 








Kansas City Life; Holmes Meade, presi- 
dent, Miss I. C. Hayter, secretary, and 
T. A. Lonam, vice-president and agency 
manager National Reserve Life; James 
A. MeVoy, manager of agencies Pyramid 
Life; O. C. Thornton, vice-president and 
agency manager Midland Life; R. S. Tier- 
nan, president and James T. Mayall, ex- 
ecutive vice-president American Savings 
Life; A. B. Olson, vice-president Guar- 
antee Mutual Life. 

President McCarroll said the attend- 
ance was greater than at any previous 
meeting of the North Central Round 
Table. He said the Life Advertisers As- 
sociation now had a membership of 161, 
representing 130 life companies. 

Harry V. Wade, vice-president Ameri- 
ean United Life, who is to be chairman 
of the annual meeting of the Life Ad- 
vertisers Association in Detroit, Oct. 16- 
18, urged the attendance of all at the 
annual gathering. 

The Business Men’s Assurance had a 
delegation of 12 at the meeting. 





Brigham Views Financial Field 


KANSAS CITY—E. D. Brigham, 
president National Life of Vermont, 
here to attend the opening of new offices 
by the E. A. Hasek agency, said that 
“until business revives and money be- 
gins to flow into new ventures and 
new plant equipment, there probably 
will be no important change in general 
interest schedules.” His company has 





invested heavily in FHA mortgages, 
which return a net of around 4% per- 
cent. 

Mr. Brigham, who has made a spe- 
cial study of inflation, said that in the 
last century “we have experienced rela- 
tively severe inflation three times—1812, 
the civil war and the world war. The 
widest fluctuation in the purchasing 
power of the dollar was occasioned by 
the world war and even then the depre- 
ciation was not so great as to impair 
insurance.” 


Sees Technological Job Today 


Chester O. Fischer, vice-president 
Massachusetts Mutual Life, addressing 
a breakfast meeting of the Oklahoma 
City Managers & General Agents As- 
sociation, asserted that the agency 
building task today is in a stage of 
“technological development.” The chief 
objective of the manager is not alone 
to build constantly a larger organiza- 
tion, but to see to it that while steady 
growth is maintained, building is done 
on the basis of quality representation, 
with due thought to quality of business 
written and the elements of acquisition 
cost. 

He recommended that the manager 
engage in some scientific analysis and 
planning; define the problem, plan the 
solution, carry through. 














Incomplete information is now being 


Men’s Assurance; C. N. Sears, secretary 
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those who are willing to work seven 
or eight hours a day, or at least 11 
months in the year. ‘What do the 
good workers in life insurance think of 
a system that permits the shirkers to 
beat their contracts?” Mr. Lovelace 
asked. He declared there is a strong 
and continuing sentiment and pressure 
in tavor of remedying this situation. 

Mr. Lovelace said the agents can 
help by working more closely with the 
manager in the selection of recruits so 
that the unfit may be eliminated at the 
start. No agency should try to attract 
more agents than can be properly and 
thoroughly trained, not just at the be- 
ginning but continuously over a period 
of two years. “The real successes in 
lite insurance production,’ Mr. Love- 
lace said, “come to those agencies that 
employ full time men only working 
under a systematic schedule or program, 
and the full time agent should be de- 
fined as one who works full time. We 
should not keep in the life insurance 
business those who malign it by saying 
that they can’t make a living in life in- 
surance, when the truth is that they 
are not willing to do what it takes to 
make a living in any business,” Mr. 
Lovelace said. 


Zimmerman Presides in Afternoon 


C. J. Zimmerman, Chicago general 
agent Connecticut Mutual and _ vice- 
president National Association of Life 
Underwriters, presided at the afternoon 
session, at which the opening speaker 
was L, J. Evans, assistant director of 
agencies Northwestern Mutual. Mr. 
Evans’ talk consisted of a description 
of 21 prospecting and sales ideas. He 
advised watching closely the records of 
those who adopt children, saying that 
parents of adopted children have a spe- 
cial concern over the future welfare of 
the children they adopt. “Most life in- 
surance men underestimate the import- 
ance of housewives as life insurance 
prospects,” Mr. Evans said. Last year 
41 percent of the Northwestern Mutual 
women’s business was from housewives, 
and its largest average sized policy from 
women in the same classification. All 
women with money and earning money 
merit a greater amount of attention than 
they are getting from life insurance 
men, Mr. Evans said. 


Using the Credit Lists 


Another source of prospects and pros- 
pecting information comes from the 
credit lists that are circulated among 
retail stores. These show the names 
of those who have a good credit stand- 
ing and have been paying their bills 
promptly over a long period of years. 
Mr. Evans suggested keeping a record 
of local baptisms and getting tax lists 
from the court house, in connection with 
which life insurance can be suggested 
to cover real estate taxes and interest 
on the mortgage for a period of, say 10 
years after the insured’s death. Mr. 
Evans told of one agent who sold a 
doctor a retirement income policy effec- 
tive at age 65, and then went back a 
year later and sold one to become effec- 
tive at 55, saying that the income on 
the policy maturing at 55 would pay 
the premiums for 10 years on the policy 
maturing at 65. As an attention getter, 
Mr. Evans advised the use of the ques- 
tion, “What is the pension power of 
your life insurance?” He urged a much 
wider use of effective mailing pieces 
of all kinds, pointing out that good, in- 
terest provoking literature may be 
mailed for two or three cents, whereas 
an agent who sets any value on his time 
must realize that it costs him at least 
one dollar to make a personal call, which 
in many cases may not be nearly so 
motivating as an effective mailing piece. 
L. Mortimer Buckley of Chicago, 
who ranked in first place for Provident 
Mutual last year, and who is vice-presi- 
dent of the Chicago association, spoke 
on “Building Tomorrow for Today.” 





plus the law of averages, multiplied by 
intense desire, equals success, and that 
success is work. Those who want it 
must be willing to pay the price. The 
agent must have the courage to throw 
away the “china eggs” in his prospect 
file. He must keep getting new names, 
and retain in his file only actual pros- 
pects. Mr. Buckley explained his own 
card system in detail and surprised 
many by saying that he lays out one 
complete month’s work in advance on 
the last Saturday and Sunday of each 
month. 

An agent, when he makes a call, must 
realize that when his name goes into 
the prospect there arise in the prospect's 
mind these questions: ‘Who is he? 
Where is he from? What does he want? 
How much time is he going to take? 
How long will it take to get rid of 
him?” 

“The average prospect is no more 
favorably inclined than that,” Mr. 
Buckley said, ‘when the agent walks in.” 
Instead of being discouraged by this 
situation, Mr. Buckley said that if the 
agent will realize that his first job is to 
answer all of these questions quickly 
and satisfactorily the sailing will be 
much smoother. 


Explains Own Program 


Mr. Buckley’s interviewing procedure 
consists in carrying the prospect 
through a description of the life insur- 
ance program that he has established 
for Mrs. Buckley and his two daughters 
covering eight life insurance needs. As 
Mr. Buckley exhibits one feature after 
another, he shows just exactly how 
much life insurance he is carrying, what 
premiums he is paying and especially 
what situations are covered by life in- 
surance. “This process,” Mr. Buckley 
said, “has the effect of suggesting to the 
prospect needs that he has and _ that 





should be covered by life insurance.” 

A witty and_ brilliant talk was pro. 
vided by L. E. Frailey, professor oj 
business letters at Northwestern Uni- 
versity. Mr. Frailey read examples of 
good and bad business letters, and com. 
mented on them in a humorous yeip, 


He proved to be an excellent showman, i 


and while his talk did not bear directly 
on life insurance, his presentation was 
one of the highlights of the day, his 
delivery forceful, and his fund of stories 
new, even to the veterans of the plat. 
form. 


Holgar Johnson Reports 


Reporting as president of the National 
Association of Life Underwriters, Hol- 
gar J. Johnson, Penn Mutual, Pitts- 
burgh, discussed various subjects of 
current interest. He said that the com- 
panies have a big part to play in bring- 
ing the proper prestige and recognition 
to the producing agent. “The newly 
formed Life Insurance Institute,” he 
said, “will have this as its first job.” 


CONVENTION NOTES 


The registration fee included luncheon, 
which was served in the basement of the 
auditorium. 

E. H. Mulock, president Central Life of 
Iowa, and a popular figure in every sec- 
tion of the state, attended all of the 
sessions. 

carl E. Smith, agency secretary Equit- 
able of Iowa, was an interested spec- 
tator. 

The group singing, indulged in at reg- 
ular intervals throughout the day, was 
led by Osear L. Gustafson, who per- 
formed in a similar capacity when the 
National association met in Des Moines 
a few years ago. 

The initial session was opened spec- 
tacularly and impressively. With the big 
auditorium in complete darkness the 
curtains were parted revealing over two 
dozen large, waving American flags. 
Three uniformed trumpeters from a local 
school played and a soloist sang the 
national anthem. ! 

Robert Orving, agency director Na- 
tional Life of Des Moines, who had just 








Mr. Buckley said that intelligent work, 
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returned from an agency trip. through 
Texas, mingled with friends at Daven- 
port. 

The business meetings were held in 
the Gothic Theatre (Masonic Temple) 
which provided ample seating capacity 
for the huge crowd and a _ spacious 
lobby. 

Vance Bushnell, vice-president Equit- 
able Society, who was to have spoken 
on “Estate Building Principles,” was un- 
able to appear. He telegraphed to ex- 
plain that he was exhausted from nearly 
seven months of almost continuous trav- 
eling. 

Karl B. Korrady, vice-president Illinois 
Bankers Life, went to Davenport a day 
ahead of the big meeting and held a 
regional meeting for 60 of the com- 
pany’s agents in the vicinity of the Tri- 
Cities. 

Lee J. Dougherty, vice-president and 
manager mid-west department Occidental 
Life, staged a two day agency conven- 
tion attended by 40 agents prior to the 
sales congress. 

There was a testimonial dinner for 
Holgar J. Johnson, National association 
president, attended by about 80. Karl 
E. Madden, sales congress chairman, 
presided. A number of prominent busi- 
ness and professional men of Davenport 
attended and were introduced. There 
were no long speeches. A lively floor 
show was the feature. Lee J. Dougherty, 
Occidental, and Mr. Johnson gave the 
principal talks. 





Agents of the West Coast Life are de- 
voting May to a drive for business in 
honor of First Vice-president Gordon 
Thomson. Harry J. Stewart, vice- 
president and manager of agencies, is in 
charge of the activity. 

Martin E. Klindoorth, district man- 
ager Lamar Life, Memphis, Tenn., has 
been elected president of the West 
Memphis Rotary Club. 


SEC Spotlight on 
Private Placements 








(CONTINUED FROM PAGE 1) 

Despite the opportunity that it offers 
them for getting choice investments at 
a much needed high interest return, not 
all life companies favor private place- 
ments, at least to the extent where they 
would endanger the present system of 
underwriting, distributing and sale of 
securities. The life companies’ role has 
been mainly passive but they have par- 
ticipated in these deals, feeling that they 
would be working against their policy- 
holders’ interest to refuse to do so. They 
feel that the investment banker has a 
worth while service to offer and that 
the companies will be worse off in the 
end if they force him out of business 
by buying direct from the lender. 

One angle of private placements which 
has been a matter of concern to the 
SEC is that private placements tend to 
freeze out the private investor from his 
normal opportunity of going into the 
capital market. The SEC was set up to 
protect the private investor and this sit- 
uation offers a logical starting point for 
objections to private deals. 

_ At the monopoly committee’s hear- 
ings on life insurance in February, the 
SEC’s witnesses made quite a point of 
the large percentage of securities issued 
In recent years that went direct to life 
companies without any opportunity for 
the private investor to get a look-in. 











ORGANIZATION MAN 
WANTED 


Salary and commission to good 
personal producer for organization 
work in Illinois. Contract direct 
with home office. Splendid oppor- 
tunity, 


ADDRESS K-3, NATIONAL UNDERWRITER 
175 W. Jackson Blvd. 
Chicago 











Furthermore, it was indicated that the 
question of private placements and life 
companies would be given much more 
elaborate treatment at the savings and 
investment hearings which began this 
week. 


Selection Affects Agency 
Turnover, Acuff Says 








(CONTINUED FROM PAGE 3) 


office which should not be too long or 
too complicated. It should cover such 
points as previous occupations, particu- 
larly former insurance connections, life 
insurance carried, financial status, edu- 
cation, health, physical characteristics, 
age, residence and domestic status. It 
should be filled out in the applicant’s 
own handwriting. A statement in his 
own words as to why he wishes to, enter 
the insurance business is desirable, as is 
a photograph. 

A questionnaire answered by the dis- 
trict manager, revealing his opinion of 
the applicant and showins how exten- 
sive have been his investigations, is val- 
uable. Personal references are naturally 
a poor source of information; former 
employers give valuable information. All 
this information should be verified by 
inspection reports. 

A man sought out by the manager is 
likely to remain in the business longer 
than one who applies for a position. In 
most communities there are capable, en- 
ergetic men working for small salaries 
with little chance of advancement who 
may be sold on entering life insurance. 

Ability to furnish a reasonable cash 
bond and willingness to make the de- 
posit indicate a desire that the connec- 
tion be permanent. The Life & Casualty 
minimum cash bond requirement is $100. 
Additional weekly deposits are required 
until the amount of the bond equals the 
debit size. The company thinks enough 
of the arrangement to pay 6 percent in- 
terest on deposits up to the amount of 
the requirement. 

The ideal applicant is a man 30 to 35, 
with high school education, married, 
with one to three children, in good 
health, paying for a home in a good 
neighborhood, with a good reputation, 
living within his means, employed in a 
capacity with little prospect of earning 
larger compensation, who is ambitious 
and willing to work. Successful sales 
experience in another line is a good indi- 
cation of ability to make a permanent 
success as an agent. High salaried men 
thrown out of work by the depression; 
agents with leading records in another 
company but having a personal misun- 
derstanding with the manager; poli- 
ticians temporarily out of office; barbers, 
mechanics, and others with a trade; men 
of especial ability but with a history of 
becoming intoxicated; single men under 
25 and men older than 45 are all likely 
to increase agency turnover when se- 
lected as agents. 

Through a practical exchange of infor- 
mation, characteristics of an applicant 
tending to promote permanency may be 
discovered and recruiting thus reduced 
poy more scientific basis, Mr. Acuff 
said. 


“Rd” Conference 
Has Mid-year Rally 


(CONTINUED FROM PAGE 3) 


viduality in advertising which results in 
an appeal being made to all kinds of 
people, for what attracts one will not 
attract another. Advertising cannot do 
the agent’s job for him, Mr. Thiemann 
said, but it can break down the resist- 
ance to life insurance which has sprung 
from ignorance. 

E. M. Hunt, Mutual Life of New 
York, presented his company’s advertis- 
ing display which has been shown to 
its agents. Its purpose is to introduce 
the company’s representative to the 
public. “The great opportunity of life 
insurance advertising today seems to 
center on selling the agent to the public 











and selling the agent on capitalizing 
each company advertisement as an in- 
troduction by his company of him, 
about him, for him and with him.” By 
national magazine advertising the com- 
pany prepares the agent’s prospects for 
the interview so they are more receptive 
to his approach. The various “ads” give 
him a particular plan to present to a 
particular prospect. Mr. Hunt stated 
that the results obtained from this cam- 
paign have proven the agents desire for 
and willingness to use material prepared 
by his company to assist him. 

At the luncheon Ray C. Dreher, Bos- 
ton and Old Colony, president of the 
I. A. C, presented Silliman Evans, 
chairman of Maryland Casualty, who ex- 
pressed his great ‘belief in advertising. 
Program Chairman David C. Gibson, 
Maryland Casualty, introduced the 
luncheon speaker, C. R. Smith, president 
American Air Lines, who spoke on 
“Pioneering An Advertising Program 
for Air Transportation.” 

Following the luncheon 
sound film “Aetna On 
seen, 

T. L. Kane, president Spectator Pub- 
lishing Co., talked on the insurance 
press which he described as “capable, 
friendly, intelligent interpretative body 
to the insurance business.” He traced 
the part the insurance trade papers have 


the Aetna 
Guard” was 





played for the past 75 years and the 
service they have rendered to the busi- 
ness. 

“In no sense of the word,” he de- 
clared, “are they parasites asking for 
contributions. They ask only for the 
thoughtful consideration of responsible 
officials to the preservation of that part 
of the insurance press dedicated to the 
highest principles upon which they have 
always conceived the business of insur- 
ance.” 

The afternoon speakers were C. W. 
Van Beynum, Travelers, whose _ topic 
was “Can They Be Reached Without 
Advertising,” and Ralph W. Smiley, 
Royal-Liverpool, talking on “Cultivating 
Prospects and Policyholders by Mail.” 

Attendance exceeded 100. 





George L. Dyer, Jr., Columbian Na- 
tional Life, president St. Louis Accident 
& Health Association, will head the del- 
egation of 100 Georgetown University 
graduates living in St. Louis and St. 
Louis county who plan to return to 
Washington, D. C., for the university’s 
sesquicentennial celebration May 28- 
June 3. He is a son of George L. Dyer, 
Sr., St. Louis general agent Columbian 
National and chairman of the committee 
arranging for the annual meeting of the 
National Association of Life Underwrit- 
ers there in September. 





business for himself. 


To individuals who feel that they are marking 
time—yet have confidence in their own ability to 
forge ahead in a business all their own—American 
United Life is constantly offering opportunities in 
small towns and medium sized cities to establish 
agencies operating directly under the supervision of 
the home office. Our agency contract is recognized 
as one of the best and most liberal ever offered in 
life insurance, and permits an individual to build 
his own business, independent of general agencies 


in larger cities. 


Your home town, no matter how small, holds 
your opportunity to go places with American United 
Life. Don’t delay a day longer, in getting the facts. 


AMERICAN UNITED LIFE ANSURANCE CO. 
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Private Purchases Under Scrutiny 


THE FATE of private purchases of se- 
curities, which have helped life compa- 
nies obtain needed volume of invest- 
ments and a slightly higher yield, will 
probably hang in the balance in the 
next few weeks. The Securities & Ex- 
change Commission’s experts at the 
monopoly committee hearings on life in- 
surance in February showed plainly that 
they considered the mounting volume of 
private deais a serious manifestation, 
tending to corral so much of the avail- 
able opportunity for investment that a 
smaller and smaller opportunity is being 
left for the individual investor, Cur- 
rently the monopoly committee is hear- 
ing the SEC’s evidence on investments, 
an important phase of which is the rise 
of private placements. 

Loudest objectors to private deals 
have of. course been the investment 
bankers. If the estimated total of $2,- 
000,000,000 in private placements since 
1934 is correct, it means that the invest- 
ment houses have missed out on $40,- 
000,000 that would have gone to them if 
they had handled the transactions and 
received the usual 2-point spread. So 
far, the SEC has apparently fought shy 
of demanding changes in the nature of 
protective legislation for the investment 
banker—a stand which would contrast 
strangely with SEC intimations that 
some life companies were inclined to fa- 
vor their banking connections over their 
policyholders’ interests. 

Protection of the individual investor 
from being frozen out of the capital mar- 
ket furnishes a much more tenable ba- 
sis for probable demands from the SEC 
that Congress give it jurisdiction over 
private as well as public placements. 
Whether such demand would be logical 
and in the best interest of all investors— 
among whom must be considered prac- 
tically all life insurance policyholders— 


Performance Result 


In HIs admirable address before the cen- 
tral department representatives of the 
EQuITABLE Society at its meeting in Chi- 
cago, Executive Vice-president W. J. Gra- 
HAM laid particular stress on measuring 
successful achievement by the yardstick 
of “Performance.” Results of a sub- 
stantial nature and contributions of any 
kind to progress are not due to a sud- 
den impulse or accidental factor. They 
can be traced to preparation, to consist- 
ent, methodical, painstaking training. 

Often we see what appears to be an 
unusual and wonderful fact and the per- 


is another matter that should be weighed. 

That the life companies, with their 
trained investment staffs, need the “pro- 
tection” of the SEC or any other agency 
is ludicrous on the face of it. In fact, 
for the millions whose best—and usually 
only—investment is what they have put 
into their life insurance, the companies 
have long been filling the role of censor 
of investments which the SEC has more 
recently essayed. 

As a proposition in economics it 
would seem that the burden of proof 
is very much on anyone who would say 
that life insurance policyholders and 
beneficiaries should have been deprived 
of whatever their share was—say half, 
or $20,000,000—in the amount saved 
through private placements since 1934. 
Investment bankers have a _ valuable 
function, and the life companies would 
be short-sighted if they froze them en- 
tirely out of existence. But anyone is 
getting into deep water who argues that 
the borrowers and lenders who saved 
$40,000,000 in the last five years by pri- 
vate sales would be better off to have 
kept the established system of merchan- 
dising inviolate and passed up the sav- 
ing. 

Furthermore, it would be difficult to 
maintain that it would have been better 
for the life insurance policyholders to 
have foregone their share of the saving 
rather than diminish the opportunity of 
the individual investor. On the average, 
the individual investor’s record is such 
that he would be better off keeping his 
individual neck out of the noose and 
putting his money into life insurance, 
where it has the benefit of experienced 
and expert management. For those who 
know these facts it is hard to work up 
much sympathy for the individual in- 
vestor’s lack of opportunity to invest 
his money. 


of Training 


son becomes momentarily a hero. Yet 
that fame may be but transitory and 
what he did was but the firing of a 
skyrocket which may cause a blaze of 
glory for a moment in the dark but 
down comes the rocket with a dull thud. 
The ascendant star which is permanent 
remains in the heavens. It may not 
have the glamor and brilliancy of eva- 
nescent sparks but it continues as a 
permanent fixture. 

In the insurance world it is the man 
who works, who tries, who believes, 
who understands, that gains ascend- 


ancy. It is not the swashbuckler with 


walks over the landscape. Time and 


THE PLAN of holding a series of state 
schools for local life underwriter associa- 
tion officers is a forward step and the Na- 
TIONAL ASSOCIATION OF LiFE UNDERWRIT- 
ERS is to be congratulated for sponsoring 
the movement. It is suggested that each 
state association hold a school the last part 
of June so that the new officers elected by 
local associations at their June meetings 
can be assisted in making plans for the 
coming year. The plan is to hold a model 
meeting in the morning followed by a gen- 
eral discussion of association problems in 
the afternoon. 

The Cuicaco AssoctaTION has found 
its annual all-inclusive committee meeting 
which is held in June of great value in de- 
veloping its year’s program. 

PRESIDENT Hotcar J. JOHNSON of the 
NATIONAL ASSOCIATION is a firm believer 
in building an organization from the bot- 
tom up with the thought that no national 
body is stronger than its local units. The 


schooling are required to prepare one 


his seven league boots that hurriedly for successful achievement in this critj- 


cal world of today. 


Otticers Schools a Forward Step 


success of the Louisville meeting con. 
ducted along this line indicated the sound- 
ness of his idea. The local associations jn 
smaller cities need to develop themselves 
and officer schools will be a decided aid to 
them. 

At the annual meeting of the ILLINots 
ASSOCIATION OF LIFE UNDERWRITERS retir- 
ing PresipeENT Puitip B. Hosss stressed 
the point that local talent should be de- 
veloped and that at least 50 percent of a 
local association’s programs should be pro- 
vided by its own members. To encourage 
this movement he suggested that program 
material and script for clinics be provided 
local members. 

Enthusiasm is an essential element in 
selling life insurance. Association gather- 
ings generate interest and enthusiasm so 
that the strengthening of the local associa- 
tions is of great value to not only the Na- 
tional association but to the business as a 
whole. 








PERSONAL SIDE OF THE BUSINESS 





George W. Wells, Jr., secretary 
Northwestern National Life and former 
Minnesota commissioner, has _ been 
named general chairman to arrange for 
the silver jubilee meeting of the Insur- 
ance Federation of Minnesota. The 
meeting will be held in St. Paul or Min- 
neapolis in September. 


C. R. Clements, president National 
Life & Accident, and Walter Stokes, 
Jr., Nashville, local insurance agent, 
have been elected trustees of Peabody 
College, Nashville. 


Claris Adams, president Ohio State 
Life, will speak at the annual conven- 
tion of the Ohio Bankers Association in 
Toledo May 18-19. 

Guy C. Glascock, general agent Ohio 
National Life at Hutchinson, Kan., and 
prominent in the Hutchinson and Kan- 
sas Life Underwriters Associations, is 
bereaved by the sudden death of his 
wife. 

M. A. Hyde, vice-president Security 
Mutual Life of Nebraska, has just put 
over a successful membership drive for 
the Lincoln Y.M.C.A., patterned after 
western frontier life, with competing 
teams representing different ranches, 
and Mr. Hyde as the Big Boss. The 
drive produced 120 percent of the quota. 
Workers immediately drafted Mr. Hyde 
with his ten-gallon hat and cowboy 
makeup, to head next year’s drive. 

The officers and directors of the Ohio 
State Life and the members of the ex- 
ecutive committee of the Managers As- 
sociation of Columbus, held a farewell 
dinner at the home of C. E. Schilling, 
vice-president and medical director, near 
Columbus in honor of W. V. Woollen, 
who, after serving seven years as su- 





perintendent of agencies, has been 





elected agency vice-president of the 
Capitol Life of Denver. Mr. Woollen 
was presented two desk sets. 


John Crawford, Montreal, Sun Life of 
Canada, was reelected president of Mon- 
treal chapter of the National Office 
Management Association, 


W. W. Klingman, Texas manager of 
the Equitable Society, spent several 
days in Minnesota, where he was man- 
ager for many years, looking after his 
extensive property holdings in that 
state. 


Dr. H. A. Pardee, former medical di- 
rector of United States Life, and Mrs. 
Pardee celebrated their 50th wedding 
anniversary at their residence in New 
York. Dr. Pardee retired in 1936 after 
40 years with U. S. Life 


Robert L. Foreman, Atlanta, Mutual 
Benefit, general agent for Georgia, com- 
pleted his 50th anniversary in life insur- 
ance. A committee of Georgia — 
headed by Karl Thompson and W. 
Williams inaugurated a month’s cam- 
paign for new business i in Mr. Foreman’s 
honor. The campaign closed with more 
than $500,000 written. 

J. R. Townsend, Jr., Equitable Life 
of Iowa agent, has been elected presi- 
dent of the Indianapolis junior chamber 
of commerce. 

Alex Cunningham, vice-president and 
treasurer Western Life, past chairman 
Financial Section American Life Con- 
vention and chairman of that section’s 
committee which is shaping a project 
for an investment officers’ seminar, was 
elected president of the Rotary Club in 
his city, of which his father, the late 
H. R. Cunningham, was president 20 
years ago when he was vice-president 
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and general manager of the Montana 
Life, now the Western Life. H.R, later 
was president of the Montana Life and 
also was president of the A.L.C. Alex 
Cunningham also has just been ap- 
pointed a director of the Helena branch 
of the Minneapolis Federal Reserve 
Bank by governors of the Federal Re- 
serve System in Washington. 

R. H. Stuebing, personnel director 
Union Central Life, Cincinnati, has been 
elected president Cincinnati chapter Na- 
tional Office Management Association. 

H. A. Hedges, Kansas City general 
agent Equitable Life of Iowa, has 
rounded out 20 years of service with 
the organization. He started as a so- 
liciting agent at Chillicothe, Mo., and 
went to Kansas City in 1924. Since that 
time he has established a commanding 
place among the Equitable agents. He 
is now a trustee of the National Asso- 
ciation of Life Underwriters and one of 
the leaders in that organization. 

H. F. Chadeayne, secretary General 
American Life, has ‘become chairman of 
the Salvation Army campaign in St. 
Louis and St, Louis county. 

John A. Stevenson, president Penn 
Mutual Life, has been elected a director 
of Fire Association of Philadelphia. 

Ernest W. Owen, retired manager for 
Sun Life of Canada in Detroit, added 
to his renown as an athlete the other 
day in Colorado Springs by making a 
hole in one at the Broadmoor Golf Club 
there. He was in Colorado Springs 
getting in condition to address the Den- 
ver sales congress. “I suppose one 
might say that this is just another divi- 
dend that comes to a fellow when he 
retires from the business,’ Mr. Owen 
told interviewers. 





DEATHS 


Fred H. French, 53, for years Utah 
general agent Northwestern Mutual 
Life, died at his home in Salt Lake City. 
He was a native of Menominee, Mich., 
but had been in Utah since 1921. 

The death of J. R. Whitfield of Nut- 
ley, N. J., marks the passing the Pru- 
dential’s oldest employe in point of 
service. Mr. Whitfield, who died sud- 
denly following a heart attack, was 69 
years old and had been a Prudential 
employe since March 16, 1885, when de- 
spite the fact that he was less than 15 
years old he became a clerk in the in- 
dustrial policies section. After serving 
in the same capacity in several of the 
divisions, he was assigned to special 
work in the office supervisors’ depart- 
ment and for many years had been cus- 
todian of records for the Prudential Old 
Guard, an association of veteran em- 
ployes. He was due for retirement in 
the spring of 1940, when he would have 
completed 55 years as a Prudential man. 


W. Cameron Lennie, superintendent 
of agencies of Farmers & Traders Life 
of Syracuse, N. Y., died suddenly as a 
result of heart disease. He had been 
with Farmers & Traders Life nearly 25 
years and he helped to sell the stock 
at the time the original stock was sold. 
He had been superintendent of agencies 
almost as long as the company has been 
In existence. He was also a director. 








Honor State Mutual's President 


Twelve State Mutual Life field men, 
four general agents and eight agents, will 
be guests of President Chandler Bullock 
the middle of June and receive awards 
for national production excellence. The 
General Agents Association sponsored a 
May campaign in honor of Mr. Bullock’s 
12th anniversary next month as presi- 
dent. 

_The president’s month campaign di- 
vides agencies into four groups. Gen- 
eral agents leading their groups in vol- 
ume, the agent in each group paying for 
the largest individual volume andthe 
largest number of lives will win a 
trip to the home office, where Mr. Bul- 
lock will present silver loving cups suit- 
ably inscribed. 





NEWS OF THE COMPANIES 





Thurman Advanced 
by Mutual Benefit 


B. C. Thurman, for the past two years 
associated with the home office of the 
Mutual Benefit Life as field service 
manager, has been named assistant su- 
perintendent of agencies. He will con- 
tinue to give special attention to the 
further development of the “Analagraph” 





B. C. THURMAN 


training procedure both in home office 
training schools and in the general 
agencies. 

Mr. Thurman is one of the original 
group of four field service managers ap- 
pointed by Superintendent of Agencies 
Kenagy, and was instrumental in the 
formulation of the “Analagraph” and its 
teaching method.. He has served as in- 
structor in all home office training 
schools since the introduction of the pro- 
cedure in 1937 and has supervised its 
introduction and development in many 
of the company’s general agencies. 


In Life Insurance Since 1915 


All of his business life has been de- 
voted to life insurance work. Upon com- 
pleting his course at Terrill School, Dal- 
las, Tex., in 1915 he began his life 
insurance career with the Phoenix Mu- 
tual in Cleveland. He returned to civil- 
ian life and to life insurance after the 
war in Cleveland as an assistant agency 


manager for the Missouri State Life. 
From 1923 to 1928 he was state man- 
ager for that company at Des Moines. 

In 1928 he joined the agency depart- 
ment of the Mutual Benefit as field serv- 
ice manager and three months later went 
to Baltimore as agency supervisor where 
he remained until 1931 when he became 
Baltimore manager of the Guardian 
Life. He headed its Cincinnati agency 
from 1935 until 1937 when he returned 





to the Mutual Benefit’s agency depart- 
ment. 


Bankers of Nebraska Drive 


In the May anniversary drive for new 
business of the Bankers Life of Ne- 
braska, all agents are enrolled under 
one of two political party leaders carry- 
ing the banners of the Nationalist and 
Cosmopolitan parties. Agency Man- 
ager I. L. Devoe said he hoped to have 
one case submitted by every man on 
the agency list from general agent down 
to part-timer. The first week more 
than 25 percent of the agents came 














New! 


You can now make “prospecting” immediately profitable . . 





ANEASY WAY TO 
Boost. Your. Income 
by $4 QO 2 month 


HOSPITAL BENEFIT PLAN 


aan 


the tune of $100 or more per month! By merely showing Colum- 
bus Mutual’s new Hospital Benefit Plan before you leave your 


prospect, you can turn every call into a sale. 


National surveys 


show that this new form of insurance holds No. 1 place in the 
public’s interest. And Columbus Mutual’s Plan offers more attrac- 


tive benefits than other similar plans .. . 
It’s something you can “write” on every 
Besides giving you a nice commission, it 


month. People want it! 
member of the family! 
helps you to make new friends. 


and costs only 75¢ per 


And another “beauty” of it is 


that your present agency connection need not be disturbed! What 
do you say—may we send you the complete details? 


Here are the benefits your clients get for 75¢ per month! 


$ 5.00 a day for 28 days for hospital confinement. 
$ 5.00 for X-Ray or laboratory examination. 
$10.00 for use of operating or delivery room. 


$10.00 for anaesthetic. 


Issued to male and female risks between the ages of 10 and 65. 


Address: JAMES A. PRESTON, Sales Manager 
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through and all previous records for 
percent of agents producing are likely 
to be broken. Last year more than 50 
percent of the agents submitted at least 
one case. 


Lucas Critical of Repo: 


JEFFERSON CITY, MO.—Gover- 
nor Stark has not yet announced his 
views regarding the report by Polk & 
Williams, St. Louis law firm, of its in- 
vestigation into the sale of the Missouri 
State Life assets to the General Ameri- 
can Life. It stated that no irregulari- 
ties had been found nor were the in- 
vestigators able to find any proof that 
anyone had been paid money for “po- 
litical influence” in swinging the deal. 

Superintendent Lucas after studying 
the report indicated that he differed with 
some of the favorable findings. While 
declining to go into specific detail as to 
the differences of interpretation or the 
matter involved, he did say in a brief 
prepared statement: “In my opinion, the 
report brings to the attention of my 
department several matters which will 
require my future attention.” He said 
he planned to hold a conference with 
Governor Stark and Attorney General 
McKittrick to discuss the report. 








Westem Reserve Life Awards 


The president’s trophy of the West- 
ern Reserve Life goes to Corpus Christi 
agency for the next 12 months as the 
result of its leadership in the April pro- 
duction campaign in honor of President 
A. F. Ashford. Harry Johnson nosed 
out Harry Juergens for the president’s 
Cup, awarded the individual agent hav- 
ing the biggest volume for the month. 





State Leader in Delaware 


The Continental American Life of 
Wilmington, Del., leads its home state 
in amount of life insurance produced 
each year. Its home office agency is a 
very aggressive organization and it has 
general agencies at important points. It 
aims to cover Delaware intensively. 
When the late Philip Burnet organized 
the company he had a director in every 
county in Delaware. This gave it a 
standing, therefore, throughout the en- 
tire state and afforded a point of contact 
and center of influence in all sectors. 


Whiteley Joins Central Life 


The Central Life of Iowa has ap- 
pointed H. E. Whiteley, Fort Dodge, 
Ia., to its agency supervisory staff. He 
is a graduate of the University of Iowa 
and entered the life insurance field in 
1928 as a salesman. In 1930 he was 
appointed agency assistant for the Des 
Moines office of the Sun Life of Canada. 
Since 1937 he has been its district rep- 
resentative at Fort Dodge. He will 
make his headquarters at the Central 
Life’s home office. He will concentrate 
on the appointment and training of new 
agents. 








J. C. B. Ehringhaus of Raleigh, N. C., 
has been elected on the board of the 
Equitable Society. He served as gov- 
ernor of North Carolina from 1933 to 
1937 and before that was in the state 
legislature. He is a trustee of the Uni- 
versity of North Carolina, graduating 





from it in 1901. He is a prominent 
attorney. 
A convention examination of the 


Continental American Life of Wilming- 
ton, Del., is being made by Pennsylvania, 
New Jersey and Delaware departments. 

The American Hospital & Life of San 
Antonio, Tex., has been admitted to 
Oklahoma. Harry Ernstrom of Oklahoma 
City is general agent. 





Try O'Malley, Pendergast June 12 


KANSAS CITY—R. E. O’Malley, 
former Missouri superintendent, and T. 
J. Pendergast, head of the Jackson 
county Democratic organization, who 
have been indicted on charges of income 
tax evasion will go to trial before Fed- 
eral Judge Otis here June 12. The 
cases were transferred to Judge Otis by 
Judge Reeves. 


LIFE AGENCY CHANGES 





|Manufacturers Life 


Enters New Jersey 


The development of the Manufactur- 
ers Life of Toronto’s field organization 
in the United States is further advanced 
with the opening of a branch office in 
Newark. J. S. Dey, a native of New- 
ark, has been appointed manager for 





J. S. 


DEY 


that territory. The Manufacturers Life 
is now operating in Pennsylvania, Michi- 
gan, Ohio, Illinois, Washington, Oregon, 
California and New Jersey, in addition 
to its many branches in Canada, Great 
Britain, South Africa and other coun- 
tries. In its United States division the 
company now has in force life insurance 
and deferred annuities amounting to 
$111,000,000. 

Mr. Dey has had eight years of selling 
and supervisory work with the Connec- 
ticut General Life. He was educated at 
Lehigh University. 





Adam Rosenthal Joins 
Reliance Life in St. Louis 


Adam Rosenthal has joined the Re- 
liance Life as production manager for 
the St. Louis department under Man- 
ager Frank Vesser. He will have 
charge of recruiting, sales development 
and agency development work in the 
St. Louis area. 

Mr. Rosenthal entered life insurance 
in 1927 as special agent in the Morton 
& Morton agency of the Connecticut 
Mutual Life in St. Louis. He has been 
unusually successful as a personal pro- 
ducer, writing as many as 22 lives for 
a total of $105,000 in one month and in 
his last 200 sales has averaged $6,000. 
His largest single case was for $170,000. 
He has frequently been called upon to 
address sales congresses and other meet- 
ings of life insurance men. 

He was president of the Life Under- 
writers Association of St. Louis in 
1937-8 and under his direction the asso- 
ciation reached a new high in member- 
ship of 687. During his administration 
the young men’s division was organized 
and a very successful training course 
was held in September, 1937. He is 
now national committeeman and a mem- 
ber of the St. Louis executive commit- 
tee for the golden jubilee meeting of 
the National Asociation of Life Under- 
writers there in September. 





Ross Named Supervisor in Newark 


Clarence A. Ross has been 
supervisor of the Newark agency of the 
John Hancock Mutual Life under J. 
Bruce MacWhinney, general agent. Mr. 
Ross started as a broker with the Fraser 





Agency in New York City for the Con- 





named : 


i 
' 


necticut Mutual Life in 1931. In 1933 
he joined Aetna Life. In 1936 he went 
to Newark, N. J., and joined the Con- 
necticut Mutual Life as a supervisor. 
Last fall he joined the Newark agency 
of the John Hancock Mutual Life. In 
the past year he has paid for in excess 
of $500,000. 


Provident L. & A. Appointments 


Charles W. Pope, Winston - Salem, 
N. C., has been appointed general agent 
of the life department of the Provident 
Life & Accident, with office in the 
Reynolds building. 

J. V. Church, Jr., has been appointed 
general agent at Youngstown, O., where 
the Provident has another general agency 
headed by Otis Holt, and Hammond 
Penney at Johnson City, Tenn. J. M. 
Hadley has been appointed district man- 
ager under the A. J. Lewis general 
agency at Greenville, N. C. 








Bliss Joins Guarantee Mutual 


Rodney Bliss, Jr., has been appointed 
associate general agent of its home of- 
fice agency by Guarantee Mutual Life. 

He is one of Nebraska’s outstanding 
amateur golfers, and has been in life in- 
surance sales work for five years. He is 
a native of Omaha and with the excep- 
tion of his college work at Cornell Uni- 
versity has been a lifelong resident of 
the city. 

He will be associated with Sam B. 
Starrett, Jr., who has been Omaha gen- 
eral agent since 1935. 


Ohio National Enters Utah 


The Ohio National Life has entered 
Utah. L. B. Bigler, former agent of 
the New York Life in Salt Lake City, 
has been appointed general agent. 


Earl McElfresh Is Promoted 


The Connecticut General Life has ap- 
pointed Earl B. McElfresh general agent 
at Olean, N. Y. He succeeds G. W. 
Markham, who resigned as general agent 
after 21 years service and will devote his 
entire time to personal production and 
servicing his clients. Mr. McElfresh has 














Rod Moriarty Is Joining 
American Mutual Life 


Rod J. Moriarty, who has been gen- 
eral agent of Occidental Life at Du- 
buque, has been ap- 
pointed general 
agent of the Ameri- 
can Mutual Life of 
Des Moines in Du- 
buque and a block 
of northeast Iowa 
counties. 

Although the 
new Dubuque gen- 
eral agent has the 
same name_ as 
Agency Vice-presi- 
dent J. J. Moriarty, 
the two men are 
notrelated. By 
strange coincidence, 
however, both at 
one time lived in the 
same block in St. Louis. By another co- 
incidence, Rod Moriarty was a classmate 
at St. Louis University with H. S. Mc- 
Conachie, assistant superintendent of 
agents of American Mutual Life, al- 
though the two men had not met for 
more than 20 years, since school days. 

Mr. Moriarty’s father was for many 
years general agent in St. Louis of the 
old Guaranty Life of Davenport. In 
1930 he joined the Guaranty Life or- 
ganization at St. Louis under his father, 
as a personal producer. After three 
years personal production he went to 
Des Moines to do conservation work for 
the Register Life, which the Guaranty 
Life had taken over. In 1935 he was 
transferred to Dubuque as general agent 
of the Occidental Life. 





Rod J. Moriarty 


been with the company since 1921, 
closely associated with Mr. Markham in 
Olean. 





Joins California-Western States 


W. A. Gamble, formerly San Antonio 
general agent Guarantee Mutual Life 
of Omaha, but more recently with the 
home office agency of the Great Ameri- 
can Life of San Antonio, has been ap. 
pointed manager at San Antonio, Tex, 
for the California-Western States, with 
offices at 2504-5 Smith-Young tower. 





Leo Ryan With Gettings Agency 


Leo J. Ryan has been appointed spe- 
cial agent in Albany of the E. R. Get- 
tings agency of Northwestern Mutual 
Life. He has been in the business there 
for 12 years with Phoenix Mutual and 
has 571 weeks of continuous production 
to his credit. He is now vice-president 
of the Albany Life Underwriters Asso- 
ciation. He graduated from Ohio State 
University in 1925. 





Fidelity Mutual at Providence 


N. G. Caputi has been appointed man- 
ager of the Fidelity Mutual at Provi- 
dence, R. I. His office is in the Indus- 
trial Trust building. 

After 22 years as engineer and oper- 
ator in the public utility field, he en- 
tered life insurance in 1933, with the 
Home Life in Providence. In 1935, he 
went with the New England Mutual. 





F. J. Broderick Associate 


F, J. Broderick has been appointed as- 
sociate general agent of the Massachu- 
setts Mutual’s Seattle agency. A. H. 
Challis is general agent. Mr. Broderick 
entered life insurance in Seattle in 1925 
and later was transferred to Philadel- 
phia. He returned to Seattle in 1928 and 
joined the Massachusetts Mutual as a 
producer. In 1933 he was appointed as- 
sistant general agent. 


Prouty Is Columbus, O., Manager 


Herbert J. Prouty, formerly assistant 
manager of the life, accident and group 
departments of the Travelers’ Cincin- 
nati branch has been promoted to man- 
ager in Columbus, O. 

Joining the Travelers July 1, 1930, 
Mr. Prouty attended the home office 
school and was assigned as a field as- 
sistant to the St. Louis office. He was 
transferred to. Peoria in 1934, and in 
1937 to Cincinnati. 








A. H. Thomson with Westem Life 


A. H. Thomson has been appointed 
general agent for Western Life of Mon- 
tana in Billings. He was president of 
the Billings Life Underwriters Associa- 
tion in 1936 and is a director of the 
state association. He has been in the 
business since 1930, starting in Butte. 





The general agency firm of Cooper, 
Coffman & Brooks has been appointed 
Knoxville, Tenn., general agent of Vol- 
unteer State Life. It has an insurance, 
real estate and mortgage loan business. 
It has been district agent for the Bank- 
ers Life of Iowa. J. L. Wright becomes 
manager of the life department and will 
have his headquarters at 204 West 
Clinch avenue. He was formerly with 
the Phoenix Mutual and recently has 
been group manager of the Knoxville 
“Journal.” He is president of the Knox- 
ville junior chamber of commerce. 





George D. McAda has been appointed 
general agent at Brownwood, Tex., by 
the Republic National Life of Dallas. 





Great-West Life Managers Meet 


United States manager of the Great- 
West Life will meet with two home of- 
fice officials at the Edgewater Beach 
Hotel, Chicago, May 29, to discuss field 
and production problems and plans. 

A. H. Baker, assistant general manager 


-and superintendent of agencies, will pre- 





side, assisted by D. R. Ferguson, su- 
pervisor of field service. - 
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LIFE SALES MEETINGS 





New Sales Aids for 
Republic National 


DALLAS — Following complete 
agency reorganization necessitated by 
the acquisition of several companies 
during 1938, general agents from the 
seven states in which the Republic Na- 
tional Life operates met her for a two 
day business meeting. The program for 
the 30 general agents was arranged and 
directed by M. Allen Anderson, agency 
vice-president, assisted by R. K. DuVall, 
vice-president and secretary. 

Following a talk by: President T. P. 
Beasley, the three sessions were con- 
ducted as round table discussions. Mr. 
Anderson opened each session with the 
explanation of one of the company’s new 
sales aids, which was followed by a 
thorough discussion. 

President Beasley stressed the impor- 
tance of general agents, likening them 
to the field marshals of an army. 

Mr. DuVall reviewed the “Company 
Objectives,” emphasizing the goal of 
$50,000,000 in force by 1940. 
M. Mott, secretary and actuary, gave a 
detailed explanation of “Agents State- 
ments” which was followed by a talk 
by Clarence Skelton, home office under- 
writer, on “Home Office Underwriting.” 

Mr. Anderson displayed the new vest 
pocket sales kit for the new agent. He 
also introduced a sales talk based on 
the savings bank calendar. Agents will 
be provided with the new “Datagraph,” 
being distributed by Diamond Life 
Bulletins. 

A visual sales book on retirement in- 
come was distributed to the men and 
Mr. Anderson advised that visual sales 
books would be built to cover other in- 
surance subjects as rapidly as possible. 
A suggested sales talk was attached to 
each book. 


Thomas | 





The new profit sharing policy recently 
created by Republic National was dis- 
sected and a suggested canvass supplied. 

The delegates were guests at a din- 
ner. The annual convention will be 
held in August in Dallas. 





Washington National's Iowa Rally 


G. R. Kendall, president Washington 
National, headed a group of company 
executives including W. G. Tallman, V. 
E. Nutt and B. H. Gross, vice-presi- 
dents; Kenneth Mullins, assistant vice- 
president; G. P. Kendall, agency secre- 
tary, and H. E. Hayward, agency 
supervisor, who conducted a regional 
conference in Des Moines. Sixty repre- 
sentatives from various parts of Iowa 
attended. 


Aetna Conference in Omaha 


OMAHA, NEB—R. B. Coolidge, 
superintendent of agencies Aetna Life, 
and Clark Smaha, Chicago, Aetna re- 
gional supervisor, spoke at the annual 
sales conference of the H. E. Sorensen 
agency here. C. E. Clinton, recently ap- 
pointed assistant general agent Soren- 
sen agency, also spoke. About 40 
agents from Nebraska attended. 








Honor Hoffman's Agency 


John W. Hoffman, Peoria, Ill., state 
agency director for the North American 
Life and 100 of his agents were guests 
at a dinner in St. Charles, Ill., of Presi- 
dent E. S. Ashbrook. 

Mr. Hoffman and his aides were hon- 
ored for the business they turned in 
during ‘“President’s Month,” during 
which they paid for $450,000. 

By way of surprise for President 
Ashbrook, Mr. Hoffman’s agents signed 
up $100,000 in business in three days 
and presented the applications at the 
banquet. 
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AS SEEN FROM CHICAGO 





FULLER IS BROKERAGE SUPERVISOR 


Charles J. Zimmerman, Chicago, gen- 
eral agent Connecticut Mutual Life, has 
appointed Charles N. Fuller supervisor 
of the brokerage department. He will 
assist W. H. Siegmund, agency man- 
ager and head of the brokerage depart- 
ment. Mr. Fuller formerly was with 
the Ewing agency Provident Mutual 
Life, Chicago, where he was a success- 
ful personal producer. 





INSULL FOR GREATER CHICAGO 


Samuel Insull, Jr., vice-president of 
W. A. Alexander & Co., Chicago, has 
been appointed as a member of the 
‘Greater Chicago Campaign Commit- 
tee” of the Chicago Association of 
Commerce. This committee is to func- 
tion in connection with a broad program 
of the Association of Commerce to im- 
prove conditions in Chicago in every 
line of endeavor. 





SEESE IN CHARGE OF GROUP MEET 


The group insurance men who are 
cooperating with the Chicago Associa- 
tion of Life Underwriters in forming 
a special group section will meet June 1 
with E. R. Seese, Metropolitan Life 
group sales manager in Chicago, in 
charge of the program. There will be 
no formal organization of the group 
men until the advisability of such pro- 
cedure is demonstrated at the informal 
meetings which will be held monthly. 


NEW OUTDOOR BILLBOARD 


The Great-West Life, which has been 
using outdoor billboards in Chicago, 
has contracted for new painted wall 
boards. Earl M. Schwemm, Chicago 
manager, feels that the billboard adver- 
tising is effective in gaining name accep- 
ance. Six billboards are now being used 
In strategic positions. 








New President 








ROSS E. MOYER 


Ross E. Moyer of Chicago, vice-presi- 
dent and actuary of the Continental 
Assurance, who has been elected presi- 
dent of the Chicago Actuarial Club, is 
an important factor in his company or- 
ganization. The Chicago Actuarial Club 
has initiated some excellent programs at 
its monthly meetings. 








DEMAND FOR BUSINESS INSURANCE 


Some of the Chicago general agencies 
report that there is more interest in 
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business insurance than there has been 
for some time. There are a number of 
prospects in the offing although not so 
many applications have been closed. 
Business enterprises are considering 
very carefully the use of life insurance 
in stabilizing the business, in providing 
for the future and acting as a bulwark 
in case of emergency. Many business 
men would listen more attentively to a 
call if there was not so much uncer- 
tainty in the land. That has had the 
effect of discouraging not only indi- 
viduals taking out insurance but busi- 
ness enterprises. 





John F. Walsh, resident assistant su- 
perintendent of agencies of Home Life 
of New York with headquarters in Chi- 
cago, was a home office visitor this week 
in conference with company officials 
about plans for the future development 
of mid-western territory. He is in 
charge of the territory in the Mississippi 
valley, extending from Chicago to Okla- 
homa City. 

A. C. Coughtry, superintendent of 
group sales Sun Life of Canada, visited 
the Chicago office on his return to the 
home office from the Pacific Coast. 

William H. Siegmund, agency manager 
and brokerage department head of the 
Zimmerman agency, Connecticut Mutual 

-» Life, Chicago, has a new baby son, born 
at Evanston hospital, Evanston, Il. 





World's Fair Theme Used 
in Lincoln National Drive 


Recognizing the founder and chair- 
man of the board, Arthur F. Hall, as the 
“Billion Leader,’ every agency of the 
Lincoln National Life has pledged at 
least one “app” from every member dur- 
ing May, “Hall Month.” 

Each agency is conducting an intra- 
agency contest based on the world’s fair 
theme. The object of the contest is for 
each agent to complete a trip through 
the Arthur F. Hall Billion Dollar Fair. 
The fair has six buildings: The Perish- 
Here, the Pile-On, the House of Protec- 
tion, the Hall of Dollars, the Temple of 
Underwriting, and Treasure Island. As 
the agent’s volume of May business in- 
creases, he progresses through the fair 
grounds until he arrives at the close of 
the contest period on Treasure Island 
where he receives his contest prizes. 





Group Supervisor 
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HAYDN STUESSY 


The Great-West Life has appointed 
Haydn Stuessy group supervisor of the 
Earl M. Schwemm agency in Chicago. 
This appointment has been made neces- 
sary by the expansion in the company’s 
group insurance business and will pro- 
vide improved service to group policy- 
holders in the Chicago area. Mr. Stuessy 
is a graduate of Lake Forest University. 
He spent four years as an independent 
insurance broker and in addition has had 
valuable experience in personnel work 
and employers’ problems which fits him 


NEWS OF LIFE ASSOCIATIONS 





Nebraska Probe Is 


Meet of Association 


LINCOLN, NEB.—Nearly 200 at- 
tended the annual convention of the 
Nebraska Association of Life Under- 
writers, 

Len J. Davis, Lincoln, was elected 
president; W. S. Hofgard of Scottsbluff, 
John Diestal, Fremont, and John Laflin, 
Omaha, vice-presidents and J. Dwight 
Evans, Lincoln, secretary. Walter I. 
Black of Omaha, retiring president, was 
named a director. 

The association went on record favor- 
ing all measures before the state legis- 
lature which will raise insurance stand- 
ards. Resolutions held that the legisla- 
tive investigating committee has prop- 
erly approached the problem from the 
point of view of the insurance buying 
public with first consideration being 
given to the greater protection of Ne- 
braska insurance owners. Apparently 
a great deal of study has been given to 
the problem as indicated by the con- 
structive suggestions, especially with re- 
gard to the strengthening of present 
laws and for facilitating the adminis- 
tration of such laws. The association 
expressed its appreciation to the inves- 
tigating committee for the soundness of 
its approach to the problem, the extent 
of its intelligent survey and the sound- 
ness of its conclusions. 

Holgar J. Johnson, president of the 
National association, was the star 
speaker. He said the entrance of gov- 
ernment into the field of security has 
made the country retirement conscious. 
People feel the need for bridging the 
gap between what social security will 
provide and what they need. 





Colorado Congress 
Attracts Over 400 


DENVER—An all-star program at- 
tracted an attendance of over 400 at the 
sales congress of the Colorado Associa- 
tion of Life Underwriters. 

Lieutenant Governor Vivian com- 
mended underwriters as super-salesmen 
in a highly skilled profession. “It’s as- 
tounding to consider the job you life 
insurance men have done,” he declared. 
“Especially in a highly competitive field 
which requires a vast amount of knowl- 
edge and skill.” 

In discussing “Building Tomorrow 
Today,” L. Mortimer Buckley, Provi- 
dent Mutual, Chicago, said, “Intelligent 
work plus the law of averages multi- 
plied by intense desire to succeed equals 
success.” Most people sidestep oppor- 
tunity and shake hands with temptation 
by being just plain lazy, he declared. 
Anyone who is willing to pay the price 
for success can succeed, he believes. 
Mr. Buckley told how he had in- 
creased his production by “fumigating”’ 
his prospect file, throwing out over 80 
percent of his cards. He went after 
new prospects in a more careful manner 
and provided for more efficient work 
through installation of a rather elaborate 
record system. In addition to asking 
every person he knows for leads, he 
uses a direct mail advertising system for 
building future leads. 

Mr. Buckley believes in a positive ap- 
proach based on the request for an ap- 
pointment. He overcomes opposition 
by stating that he has no reason to 
believe the prospect is interested in more 
life insurance but he knows the prospect 
is vitally interested in what he has. He 
explains that 87 percent of the life in- 
surance in force is not doing the full job 
it is intended to do because of lack of 
programming. That breaks the ice. After 
the fact-finding interview, Mr, Buckley 
reviews the prospect’s needs and works 





particularly for his new duties. 


Approved at Annual 


sented in person to the prospect in lay- 
man’s language. He talks of needs and 
how they may be met. Wife and chil- 
dren are mentioned by name rather than 
as “beneficiaries.” 
Ernest W. Owen, retired Detroit 
manager Sun Life of Canada gave his 
talk on “Thirteen Keys to Success.” 
Commissioner Kavanaugh stressed the 
need for more funds to properly operate 
the state insurance department. He 
pledged an active administration. 
Harry T. Wright, Equitable Society, 
Chicago, National association secretary, 
spoke on “Going Places in the Insur- 
ance Business.” “Maintain a positive 
attitude toward your work. Don’t make 
it harder than it really is,’ he declared. 
Holgar J. Johnson, National associa- 
tion president, spoke on ‘Changing 
Trends.” The agent of today is, by his 
own actions, determining tomorrow’s at- 
titude toward life insurance, he said. 





Gammell Named President 


of Utah Association 


SALT LAKE CITY.—At the annual 
meeting and sales congress of the Utah 
Association of 
Life Under- 
writers here 
this week, 
Reed Gam- 
mell, Beneficial 
Life, Ogden, 
who has been 
first vice-presi- 
dent the past 
year, was 
elected _presi- 
dent succeed- 
ing F. Edward 
an aed He ee: 
United Benefit 
Life, Salt Lake 
City. 

Congress 
speakers in- 














of which B. T. Willis was director. The 


cluded Holgar 
J. Johnson 
general agent Penn Mutual, Pittsburgh, 
president National association; V. 4 
Jenkins, vice-president Occidental Life, 
Los Angeles; President Heber J. Grant, 
Beneficial Life; Commissioner Neslen 
of Utah and Governor Henry H. Blood. 

The day started with a breakfast of 


REED GAMMELL 





F. 


EDWARD WALKER 


the Utah Life Managers Association, 
with Joseph T. Butler, president, pre- 
siding. Fred J. Wagstaff, president Salt 
Lake association, presided at the morn- 
ing session, being introduced by F. E. 
Walker, Salt Lake City, president Utah 
state association. Entertainment was 
given by a chorus of the Beneficial Life 


invocation was by Bishop D. G. Hunt. 


L. M. Buckley Nominated 
for Chicago President 





L. Mortimer Buckley, Ewing agency 
Provident Mutual, Chicago, is slated for 
election as _presj- 
dent of the Chicago 
association at the 
annual meeting 
June 13. He has 
been vice-president 
under President C. 
B. Stumes, of 
Stumes & Loeb, 
Penn Mutual. Elec- 
tion is to be by mail 





ballot, to be an- 
nounced at the 
meeting. 

Others on the 


nominating commit- 
tee’s slate are: For 
vice-president, W. M. Houze, general 
agent, John Hancock; second vice-presi- 
dent, D. M. Phipps, Northwestern Mu- 
tual; treasurer, J. H. Brennan, manager 
Fidelity Mutual Life. For directors: 
Louis Behr, Equitable Society; D. W. 
Fairfield, Connecticut General; Charles 
Ford, Prudential; E. C. Hintzpeter, Mu- 
tual Life of New York; J. D. Moyna- 
han, Metropolitan; Bruce Parsons, Mu- 
tual Benefit; W. H. Siegmund, Connec- 
ticut Mutual, and H. G. Swanson, New 
England Mutual; to fill unexpired terms 
as directors, J. O. Todd of H. S. Vail 
& Sons, and Mrs, Jeannette Thielens 
Phillips, Hughes agency Massachusetts 
Mutual. Mr. Stumes will become ex- 
ecutive chairman. 

Holgar J. Johnson, president National 
association and Pittsburgh general agent 
Penn Mutual, will be guest speaker, and 
will talk on “Changing Trends.’ He 
will tell national objectives. 


L. M. BUCKLEY 








Salt Lake, talked on “The Man and His 
Job,” and Mr. Jenkins on “The Price of 
Success.” The latter was introduced by 
General Agent N. O. Thompson, Occi- 
dental Life, Salt Lake. 

C. L. Madsen, president Ogden asso- 
ciation, presided at a luncheon session, 
when Mr. Grant, the state officials and 
Mayors Wallace of Salt Lake, Peery of 
Ogden and Lundtsrom of Logan gave 
talks. 

In the afternoon Othello Hickman, 
president Cache Valley association, pre- 
sided. Holgar Johnson gave an address, 
being introduced by F. E. Herb, general 
agent Penn Mutual, Salt Lake. In the 
evening Messrs. Johnson and Jenkins 
were guests of the Deans Club at a din- 
ner; J. D. Spencer, president, presiding. 

Following the afternoon session, short 
meetings of the three local associations 
were held. Carl R. Marcusen, president 
Pacific National Life, was chairman ot 
the committee in charge of the congress. 

Holgar Johnson, in his address, as- 
serted that life insurance investments 
create four million jobs, one out of 
every 10, in America. Insurance 
through the pooling of many small in- 
vestments keeps on making additional 
jobs. 





Work as Religion Is 


Thurman’s Theme 


DETROIT — Proper attitude is es- 
sential in selling life insurance, E. D. 
Thurman, general agent New England 
Mutual, Chicago, told the Qualified Life 
Underwriters at a luncheon called to 
honor the past presidents. To make 
money is a laudable ambition, he said, 
but it is not the urge to which life in- 
surance men respond. Life insurance 1S 
commercialized idealism, but it is not 4 
commodity. Successful life insurance 
salesmen do not speak the language © 
commerce, nor are they stimulated by 
commercial appeal. 

The commission appeal will not pro- 
duce a right attitude, Mr. Thurman 
said. In stimulating salesmen it is nec 





Mr. Neslen extended welcome. Earl J. 





out a complete plan which is then pre- 


Glade, 


manager radio station KSL, 


essary for managers and general agents 
to cause them to look within themselves 
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so as to uncover sources of emotional 
desires that will motivate them into ac- 
tivity in the business. 

“To live a life that never exceeds the 
requirements of a situation is to live a 
life of negation, denying to our asso- 
cates all of the plus values of our na- 
ture,” he said. “No one characteristic 
of man is more illuminating, no one 
phase of his personality more positively 
conclusive of future growth and develop- 
ment, than his attitude toward his job, 
his life work. 

“I have no doubt that there are men 
in our agencies who come down to the 
office a little under protest, never get 
there until just the last minute, go 
through their day with a touch of list- 
lessness, think of the fun that they are 
going to have in the evening and rob 
themselves of real efficiency and their 
agency of real value, simply because 
they haven’t learned what a_ great 
schoolmaster tried to teach his boys— 
that “A man must find his highest joy 
in the work of his own hand.and brain.” 
A man must grow intellectually, physi- 
cally and spiritually by his work. I do 
not know of a field that flings so many 
doors wide open for men as our field. 

“No man gets to the top in our busi- 
ness or in any, who is not willing to 
pay the price of eternal study. 


Neglect and Hypocrisy 


“I am not interested in knowing what 
a man’s creed is or what church or syn- 
agogue he attends. The heart of a man’s 
religion is his own work well done. It 
isn’t that he says prayers, or goes to 
confession, or attends a mass, or sup- 
ports a church, or is a member of a 
synagogue’s congregation, but it is that 
as a life insurance man in his own 
agency he does his work well and puts 
into it all of his personality and makes 
that thing his offering to his God. That 
is the only kind of religion that I am 
interested in. I can conceive of no hy- 
pocrisy more damnable than the hypoc- 
risy of a man who goes to prayer against 
the background of a neglected task. 

“Tam hoping that there may come into 
our business a new birth of conscience 
so that when a man does his day’s work 
he can come to the close of it and offer 
the work of the day as the finest sacri- 
fice that he could make to the God in 
which he believes.” 


California State 
Program Announced 


The California Association of Life 
Underwriters will hold its annual con- 
vention at the Hotel Huntington, Pasa- 
dena, June 25-27, with the last day de- 
voted entirely to the Quarter Million 
Dollar Round Table. The Pasadena 
Life Underwriters Association will be 
hosts. The tentative program is: 


Sunday, June 25 

Joint meeting executive committee and 
past presidents council. 
Monday, June 26 

Addresses of welcome, H. G. Mosler, 
President Los Angeles association, and 
Frank Drew, president Pasadena asso- 
ciation. 

Reports of committees. 

Election of officers. 

Dinner—Officers, delegates and wives. 

Special meeting of new president with 
Officers and directors. 
Tuesday, June 27 


Quarter million round table. 

Pre-Selling Habits,’ Pasadena asso- 
ciation, 

Bad Selling Habits,” George H. Bow- 
man, New York Life, San Francisco. 

M Pre-Selling Habits,” K. R. Jennings, 
utual Life of New York, San Diego. 
Nomeet Selling Habits,” L. M. White, 
“Tay ae Mutual Life, San Francisco. 
am. ation,” Martin I. Scott, Equitable 

«up eW York, Los Angeles. 
“Pension Trusts. 
ee in Social Security. 
eae demonstration on business in- 
‘a Prac = Angeles underwriters. 
Stockton istories, San Jose and 


Two cas i i 
e histori i 
Pasadena, es, San Bernardino and 


Ban demonstration on programming, 
rancisco and Oakland. 








Arrangements Are Made for 
Wisconsin State Rally 


The program is now well in hand for 
the annual meeting of the Wisconsin 
State Association of Life Underwriters 
and for the sales congress in Wausau, 
June 14. The annual meeting of the 
state association for election of officers 
will be held in the morning. The lunch- 
eon speaker will be Dr. Harold Fehland 
of Wausau on “Life Insurance from the 
Layman’s Point of View.” C. K. Gus- 
tafson, Wisconsin Life, president Wau- 
sau association, will preside. 

At the sales congress in the after- 
noon the presiding officer will be Robert 
L. Hesse, Lincoln National Life, Madi- 
son, president of the state association. 

The speakers will be A. R. Jaqua of 
the Diamond Life Bulletins, Cincinnati, 
“The Golden Decade”; Ralph Hambur- 
ger, Minneapolis general agent for 
Northwestern Mutual; Harry T. Wright 
of Chicago, secretary National associa- 
tion, “Going Places in the Life Insur- 
ance Business,” and Holgar J. John- 
son, Penn Mutual, Pittsburgh, president 
of the National asociation. 





Los Angeles to Honor Johnson 


LOS ANGELES—The breakfast to 
be given by the Life Underwriters As- 
sociation of Los Angeles, May 26, with 
President Holgar J. Johnson of the Na- 
tional association as the _ principal 
speaker, is the opening event of a busy 
day for President Johnson. The offi- 
cers and directors of the underwriters 
association and the Life Managers Club 
will meet at a luncheon and at 4 p. m., 
Mr. Johnson will meet with the man- 
agers and general agents for a confer- 
ence. 

Not only the Los Angeles association, 
but members of the Pasadena, Long 
Beach, Orange County, Citrus Belt, San 
Diego and Santa Barbara-Ventura as- 
sociations will attend the breakfast. Mr. 
Johnson will speak on “Changing 
Trends,” and B. J. Perry, president 
Massachusetts Mutual Life, on “Obser- 
vations,” C. O. Fischer, vice-president 
Massachusetts Mutual, on “The Search 
for Security.” a 

The annual meeting of the Los An- 
geles association will be held June 13. 





Elrod Chicago Trust Speaker 


Milton Elrod, legal editor R. & R.,, 
will speak May 25 at the annual meet- 
ing of the Chicago Life Insurance & 
Trust Council on “Problems of Estate 
Building.” 





Paul Smith Is Ohio Secretary 


Ralph W. Hoyer, John Hancock, Co- 
lumbus, new president of the Ohio As- 
sociation of Life Underwriters, ap- 
pointed Paul M. Smith, general agent 
New England Mutual in Columbus, sec- 
retary-treasurer of the state association. 
Mr. Smith has served as president of 
Columbus association and the Columbus 
Association of Life Managers & General 
Agents. 


Johnson to Talk on Coast 


Holgar J. Johnson, president Na- 
tional Association of Life Underwrit- 
ers, will speak at a general meeting of 
the San Francisco association on May 
25. He will also meet with the Oak- 
land-East Bay association May 24. In 
San Francisco on May 25 he will have 
breakfast with the general agents and 
managers. After the general luncheon 
meeting at noon the remainder of the 
day will be devoted to a round table 
conference with the directors of the 
local organization. 








Pittsburgh—A slate of officers was re- 
norted by the nominating committee: 
President, Eric G. Johnson, associate 
general agent Penn Mutual; first vice- 
president, Barney Lipka, superintendent 
Prudential; second vice-president, J. E. 
Davis, Massachusetts Mutual, and treas- 
urer, W. Rankin Furey, general agent 
Berkshire Life. For director: to fill un- 
expired term of W. B. Thomas, expiring 
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ONE OF A SERIES DEDICATED TO OUR ORGANIZATION 


Ask any Kerkshire cA sociate 


LIFE INSURANCE COMPANY 


F. H. RHODES, President 


Pittsfield, Mase 


INCORPORATED 1851 














Heel Over 


A ship never leaves its wharf unless its load is 
counterbalanced. During a voyage the elements 
record on its water line the care taken in loading. 


No matter at what point the new agent’s training 
starts, when he first sets out from his office he 
must be as shipshape in plans and methods as 
training can make him. If, somewhere along the 
way, he gets off his course he’s not operating 
efficiently; or if his pay-load of method shifts and 
he heels over, he’s in a dangerous spot. He doesn’t 
need to give up, but he does need to alter his 
course or shift ballast. 


Management should concede that the trouble 
started before the voyage, that the agent was not 
equipped with an adequate selling background and 
philosophy. 


Training methods are sound when they are based 
on the realization that by them, at the very be- 
ginning, most sales voyages are marked either 
“success” or “failure.” 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 95 Years a Synonym for Security 
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in 1940, R. L. Pope, Sun Life of Canada; 
for directors terms expiring in 1942: J. 
K. Blitz, Connecticut General; H. S. 
Brownlee, Provident Mutual; R. M. Ste- 
venson, National Life of Vermont; N. H. 


Weidner, Reliance Life; W. L. Wise, 
Metropolitan. 
Chicago—Three speakers and _ three 


human interest stories will feature the 
women’s division meeting May 22. Blanche 
Gatzert, chairman, will preside. Speakers 
will be Irene Cunningham, Stumes & 
Loeb agency Penn Mutual; Lillian French 
Reid, Hunt agency New York Life, and 
Pearl W. Weaver, Reno agency Equitable 
Society. Human interest stories will be 
related by Mrs. M. K. Alexander, Hobbs 
agency Equitable Society; Bessie M. 
Dixon, Houze agency John Hancock, and 
Mrs. Elizabeth Johnson, Rockwood Com- 
pany. 

Harry L. Wylie, assistant vice-presi- 
dent Pure Oil Company, vice-president 
National Office Management Association 
and professor Northwestern and DePaul 
Universities, will speak on “Maintaining 
Cooperation in the Office Staff” at a din- 





ner meeting of the Life Agency Cashiers 
Division in Central Y .M. C. A. May 22. 
Christine Ludwig, president, will preside. 


Dubuque, Ia.—At the fourth anniver- 
sary dinner a special program was pre- 
sented by the General Agents & Managers 
Association of Davenport. 


Victoria, Tex.—The association has 
petitioned the National association for 
a permanent charter with E. U. Robins, 
president; D. E. Purdy, vice-president, 
and Gene Jaeger, secretary-treasurer. At 
organization luncheon Joe S. Smith, 
Aetna Life, Houston, past president of 
the Texas association; Starkey Duncan, 
San Antonio, chairman extension com- 
mittee Texas association, and Matthew 
Brown, past president Texas association, 
spoke briefly of the values of an organi- 
zation. 


Charleston, W. Va.—Practically all of 
the West Virginia associations were 
represented at the first West Virginia 
sales congress. Lewis Milam, Equitable 
Society, Charleston, president of the 
state association, presided. Speakers in- 
cluded C. J. Zimmerman, vice-president 
National association, Chicago; John Mor- 





Every Agent 
Individually 








in life insurance. 


pany will come “ 








We believe that carefully selected men and women 
can find pleasant, profitable and permanent careers 


We believe that it is the job of management to fur- 
nish good and ample tools for the agent to work with. 
We believe that it is a further responsibility of the 
management to furnish the guides and helps to the 
knowledge that the agent needs so that he not only 
can but will spend his time profitably and wisely. 
We believe that the greatest success for the Com- 
creating a situation where every 
agent is individually successful. 
This philosophy of management is being carried out 
with the introduction of Atlantic Guides to Better 
Selling introduced at recent Sales Conferences. 
If you are interested in a general agency with a pro- 
gressive company in which the management considers 
the individual important, write to Robt.: V. Hatcher, 
Superintendent of Agencies. 
6 
Open territories now available in Maryland, 
West Virginia, North Carolina and Tennessee. 


ATLANTIC LIFE INSURANCE COMPANY 


Richmond, Virginia 


Successful 
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the beautiful “Crystal Palace”. The half-block area it covered (on the 
site of what is now Bryant Park in New York City) seems small in com- 
parison with the 1,2161/. acres of New York's 1939 World's Fair. 


The United States Life also “covers more ground” now than it did in 
1850. Today it serves clients not only in America, where it has been 
building its enviable reputation for integrity for 89 years, but makes 
available the advantages of the same sound life insurance coverage to 
people who live or travel in almost all parts of the world. 


Write for “New Horizons”, explaining its unique foreign facilities. 


The United States Life Insurance Co. 
IN THE CITY OF NEW YORK 


OUR FIRST 
WORLD’S FAIR 


Te first World's Fair in our 
Company's experience was 
also America’s first Worlds 
Fair—opened July 4, 1853, in 


New York, N. Y. 











rell, Equitable Society, Chicago; S. S. 
Herwitz, Mutual Life of New York, Cin- 
cinnati, and Strickland Gillilan, Wash- 
ington humorist. 

Peoria, Ill.—J. W. Leigh, St. Louis, 
Massachusetts Mutual Life, will speak 
May 25. That evening approximately 
100 “pupils” of a 12-weeks sales training 
school sponsored by the association will 
be granted certificates at a dinner meet- 
ing at which Prof. Loyal G. Tillotson, 
Bradley college, Peoria, will speak. 
Speakers at the closing “class’’ were Roy 
E. Davis, Aetna Life, association presi- 
dent, on “Organizing Your Field Work,” 
and Hugh A. Shaw, Indianapolis Life, 
“Building Sales Talks.” 

Jackson, Miss.—‘‘Ethics of Life Under- 
writers” was the theme of the Lamar 
Life program. The Lamar Life speakers 
were: W. D. Owens, vice-president and 
secretary; G. H. Brunson, H. W. Gober 
and Mrs. David Walley, agents. 

Baltimore—Miss Emma H. Ditzler, 
Connecticut Mutual Life, New York, 
spoke, 

Oklahoma City—C. O. Fischer, vice- 
president Massachusetts Mutual, spoke 
on “The Search for Security.” A. D. Lynn, 
assistant superintendent of agencies, and 
Wrayburn Benton, agency’ secretary 
Massachusetts Mutual, and W. W. Head, 
president General American Life, were 
guests. Mr. Fischer addressed the Okla- 
homa General Agents & Managers Club 
the same day. 

Toledo, 0.—B. C. Thurman, field serv- 
ice manager Mutual Benefit Life, dis- 
cussed “Increasing Production.” 

Newport News, Va.—New officers are: 
Eugene Hughes, president; L. B. Rouzie, 
vice-president; S. J. Ayscue, secretary- 
treasurer. Mr. Hughes succeeds I. L. 
Wornom. Lewis I. Held, Richmond, 
president Virginia association, told of 
the mid-year meeting of the National 
association and activities of the state 
association. 

Virginia—The annual meeting will be 
held at the Princess Anne Country Club, 
Virginia Beach, May 26-27. Principal 
speakers will be R. B. Hull, managing 
director National association, and W. H. 
Andrews, Jefferson Standard, Greensboro, 
president North Carolina association. 

Topeka, Kan.—John E. Kirk, vice- 
president National Bank of Topeka, 
gave an address on “Estates.” President 
Frank Seitz and National Committeeman 
O. T. Cropper gave reports on the Kansas 
sales congress. 

Green Bay, Wis.—Fred Cobb spoke on 
“A Layman’s Impression of a Life Insur- 
ance Man.” 


Indianapolis—A “College Days” lunch- 
eon meeting will be held May 25. Maj. 
John L. Griffith, commissioner of athletics 
of the “Big Ten” will be heard on “A 
Policyholder Speaks on Life Insurance.” 
Special features include college airs by 
Butler University band and coaches of 


Indiana colleges and universities as 
guests. 
Jonesboro, Ark.—T. M. Rea, district 


manager Mutual Life, was elected presi- 
dent; Fred Penix, National Life, vice- 
president; Mrs. Fred Mulinix, Aetna Life, 
reelected secretary-treasurer. 





Aetna Life Annuity Meter 


One of the most ingenious displays 
in the “Laboratory for Living,’ spon- 
sored by the Aetna Life companies at 
the New York World’s Fair is the 
“Aetna Life Annuity Meter,” which is a 
complete rate calculator synchronized 
with an automatic printing press and 
provided with various push button con- 
trols. On this machine men and women 
between the ages of 25 and 50 can de- 
termine what premium they will pay in 
order to take advantage of the Aetna 
Life retirement plan and enjoy a speci- 
fied retirement income starting at age 
60 or 65. 





Loan Percentage Increased 


Now that the Illinois legislature has 
passed a bill permitting life companies 
to loan in amounts not greater than 
two-thirds of the value of property it 
will help the Illinois companies that 
heretofore had been confined to 50 per- 
cent. In some of the eastern states, es- 
pecially in New York, the two-thirds 
percentage applies. Illinois companies 
have been seeking loans on residential 
property and found that they were in 
competition with outside companies in 
making these loans because the outsiders 





could grant a larger loan. 








N. Y. Assn. Nominates 
Ben Alk for President 





— 


Benjamin Alk, Penn Mutual, has been 
nominated for the presidency of the 
New York City 
Life Underwriters 
Association. The 
election will take 
place at the annual 
meeting, June 8, 
Mr. Alk has had all 
his life insurance 
experience with the 
Penn Mutual. He 
ais q.C, LL. U.. and 
has served the New 
York City chapter 
as secretary, vice- 
president and presi- 
dent. For two years 
he was a member 
of the national board of directors. He 
has been educational vice-president of 
the New York Life Underwriters Asso- 
ciation. He started to work when he 
was 15 years of age in the accounting 
division of the New York Central rail- 
road. Then he joined the office of §, 
H. & Lee J. Wolfe, consulting actuaries 
in New York City, and subsequently 
became affiliated with the accounting 
firm of Barrow, Wade, Guthrie & Co. 
of New York City. He was a member 
of the faculty of Pace Institute. Fol- 
lowing the war he left the accountancy 
field and took up life insurance in 1921, 





Benjamin Alk 


Other Nominees 


Other nominees are: Administrative 
vice-president, Lloyd Patterson, Massa- 
chusetts Mutual; public relations vice- 
president, J. E. Bragg, Guardian of N. 
Y.; educational vice-president, R. B. 
Skillings, Home Life of N. Y.; treas- 
urer, S. S. Wolfson, Berkshire Life; di- 
rectors until 1940, L. L. Lifshey, New 
York Life; R. M. Saville, Connecticut 
Mutual; directors until 1941, Lester Ein- 
stein, Mutual Benefit Life; Florence E. 
Stieler, New York Life; directors until 
1942: O. E. Anderson, John Hancock; 
P. A. Collins, Metropolitan; H. J. Han- 
nigan, Northwestern Mutual; Elias 
Klein, Travelers; H. A. Schmidt, New 
England; G. G. Steiner, Aetna Life; D. 
H. Ward, Union Central. 

The following remain on the board: 
J. M. T. Billson, Aetna Life; R. H. 
Denny, State Mutual; H. R. Dowell, 
New England; W. J. Dunsmore, Equi- 
table Society; T. H. Hodgkinson, New 
England; Albert Hopkins, Penn Mu- 
tual; Beatrice Jones, Equitable Society; 
W. F. McMartin, Northwestern Mutual; 
M. A. Osborn, Mutual Life; W. H. 
Wood, Equitable Society. 

Those listed above, together with the 
three most immediate past presidents, 
the three members of the board of past 
presidents and three from the agency 
committee which will be elected in July, 
make up the board of directors, num- 
bering 35, which by constitutional re- 
quirement must have a majority of s0- 
liciting agents who have no supervisory 
duties, 

President M. A. Linton of Provident 
Mutual and Miss Sara Frances Jones 
of Equitable Society in Chicago will be 
the speakers at the ladies’ night dinner, 
May 23 at Hotel Pennsylvania. 





Old Stockholders Organize 


LOS ANGELES — Stockholders of 
the old Pacific Mutual have formed a 
committee to represent their interests 
and cooperate with the new company 
management in order to maintain Pacific 
Mutual as a sound independent com- 
pany under the rehabilitation plan. The 
committee is composed of Allan C. 
Balch, Los Angeles, chairman of former 
stockholders protective committee; 
Linn Hemingway, president Mercan- 
tile-Commerce Bank & Trust Co., St 
Louis; Leslie Waggener, chairman ¢X- 
ecutive committee Republic National 
Bank, Dallas. All are acting as individ- 
uals holding substantial blocks of stock 
and do “not represent any insurance oF 
banking institution.” 
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LEGAL RESERVE FRATERNALS 





—— 


Fraternal Figures 


‘for 1938 Shown 


The Illinois fraternals produced in 
new business in their home state last 
year $37,322,121 and have in force $427,- 
051,665. There are 561,610 policyhold- 
The 
Modern Woodmen led in new business 
with $16,029,800 and its insurance in 


| force exceeds that of any other fraternal 
| in the state, being $90,948,063. The sec- 


ond is the Polish Roman Catholic Union 
with $3,715,524 new business and $26,- 
477,081 in force. This is closely fol- 
lowed by the Polish National Alliance 
with $3,617,008 new business and $38,- 
627,145 insurance in force. The next 
society is the North American Union 
Life of Chicago with $2,644,635 new 
business and $11,618,565 insurance in 
The Fidelity Life of Fulton, IIl., 
is next with $2,251,341 new business and 
has in force $26,021,040. The Royal 
Neighbors wrote in new business in 
[Illinois $1,622,124 and has in force $83,- 
536,297. 

The outside fraternals in new business 
last year wrote in Illinois $22,780,621 and 
have in force $232,910,136. That gives 
the total of new fraternal business in 
Illinois $60,536,378 and insurance in 
force $665,316,316. The total number 
of members in Illinois is 858,959. The 
non-Illinois fraternals that wrote $1,- 
000,000 or more in new business in IIli- 
nois last year were the Aid Association 
for Lutherans of Appleton, Wis., $1,- 
995,512; Ben Hur Life of Crawfordsville, 
Ind., $1,807,606; Electrical Workers 
Benefit of Washington, D. C., $1,013,- 
925; International Workers Order of 
New York, $2,066,400; Knights of Co- 
lumbus, $1,332,600; Maccabees, $1,129,- 
930; Order of United Commercial 
Travelers of Columbus, O.,. $3,245,000; 
Woodmen of the World, $1,329,161. 





Woman's Benefit State Meeting 


MILWAUKEE — Mrs. Gertrude 
Voss, Milwaukee, at the state conven- 
tion here was elected supreme state 
delegate, and Mrs. Selma Behlendorf 
supreme Milwaukee county delegate to 
the international convention of Woman’s 
Benefit in New York, July 17-22. Miss 
Frances D. Partridge, Port Huron, 
Mich. secretary, and _ vice-president 
National Fraternal Congress, spoke on 
“Woman’s Interest in Financial Inde- 
pendence and Leadership.” 


Aid Association Group Meets 


WAUSAU, WIS.—Members of the 
Wisconsin Fraternal Life Underwriters 
Association of the Aid Association for 
Lutherans held their semi-annual meet- 
ing here. The organization was formed 
last fall at the head office in Appleton. 
A. H. Blankenburg, Appleton, president, 
presided. W. C. Birk, Wausau, vice- 
president, presided at a luncheon, speak- 
ers being O. C. Rentner, Chicago, na- 
tional counsel, and A. O. Benz, national 
president of Aid Association. Erwin 
Bertram, Milwaukee, reported as secre- 
tary-treasurer. A sales demonstration 
was presented by A. W. Fiegel and 

alter Emig, Milwaukee. Sales prob- 
lems were discussed by John Pekrul, 
Milwaukee, and Ira Lecy, Appleton. 
Milwaukee was chosen for the annual 
meeting in the fall. 


Hold Milwaukee Observance 


MILWAUKEE—More than 1,000 
fraternalists attended a Fraternal Day 
observance sponsored by the Milwaukee 
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Fraternal Life Underwriters Association 
as part of National Fraternal Week. 
Walter Mattison, city attorney, was 
principal speaker. 


Mrs. Olson Speaks in Milwaukee 


MILWAUKEE—Degree of Honor 
Protective held a state convention here 
May 17-18. Mrs. Frances Buell Olson, 
St. Paul, national president; Mrs. Edna 
Dugan, St. Paul, juvenile director, and 
Mrs. Claudia Webster, Hudson, Wis- 
consin state president, spoke at a din- 
ner. 








Cassidy Named First President 


LINCOLN, NEB. — Representatives 
of nine fraternals have formed an or- 
ganization with Fred J. Cassidy as 
president. F. B. Fleming is vice-presi- 
dent and Mrs. Ruth Marhenke, secre- 
tary-treasurer. A. R. Talbot, past na- 
tional president Modern Woodmen, and 
Mrs. Frances Torkington, Royal Neigh- 
bors, were speakers at the organization 
meeting. 


Iowa Woodmen Circle Convention 


CEDAR RAPIDS, IA.—The Wood- 
men Circle organization in Iowa held its 
annual convention here, electing Mrs. 
Helen Moore, Sioux City, as president. 
Rachel Shockley, Creston, was elected 
vice-president; Lela Heyer, Burlington, 
second vice-president; Nell Nicholson, 
Council Bluffs, secretary; Lena Rich- 
ards, Des Moines, treasurer, and Ina 
Moffatt, Boone, chaplain. Mrs. Lottie 
M. Arnold, Council Bluffs, retiring 
president, will represent the Iowa body 
at the national convention in New York, 
June 26. A resolution was adopted ask- 
ing the regional convention to meet in 
Iowa next year. 


Seek Nebraska Amendment 


LINCOLN, NEB.—The legislative 
standing committee on insurance voted 
to recall the bill relating to foreign fra- 
ternals for the purpose of amending it 
so as to authorize the Woodmen of the 
World of Omaha to become a legai re- 
serve life company. Representatives of 
the fraternal said that several states in 
which it operates, particularly Texas, in 
which one-third of its business is writ- 
ten, are threatening to force fraternals 
to become legal reserve companies. 
They said that it was not the desire or 
the purpose of the association to do so, 
but they desired a law that would give 
it the option of doing so if the threat- 
ened legislation is enacted in other 
states. They said the association has 
been writing all business on the legal 
reserve basis for a number of years. 











Canadian Fraternalists Elect 


OTTAWA, CAN.—The annual con- 
vention of the Canadian Fraternal Asso- 
ciation was held here for three days. 
C. H. Fitch, of Hamilton, president, pre- 
sided. Papers of technical nature were 
delivered by H. D. Wright, Ottawa; 
Arthur Powell, Hamilton; J. A. Para- 
dis, assistant superintendent of insur- 
ance for Quebec, and Lt.-Col. Elzear 
Hurtubise, M. D., Montreal. Superin- 
tendent G. D. Finlayson of Canada gave 
an address. Lt.-Col. Hurtubise was 
elected president succeeding C. H. Fitch, 
Hamilton. London, Ont., was selected 
as the place of the next annual gather- 


ing. 


W.O.W.Conducts Record Campaign 


Nearly $24,000,000 of business in 60 
days was secured by Woodmen of the 
World, Omaha, field men in a nationwide 
membership campaign. L. A. Richard, 
Eunice, La., secured $378,000. Presi- 
dent De Emmett Bradshaw stated the 
production exceeded totals in other re- 
cent campaigns and a superior class of 
business was secured. He made honor 
awards in recognition of outstanding 
accomplishments in the drive, which was 





designated “president’s recognition cam- 
paign.” Leading states were: Texas 
$3,728,650, North Carolina $2,119,950, 
Georgia $2,100,000, Alabama $1,817,100, 
Louisiana $1,537,750, Tennessee $1,016,- 
250. 


Woodmen Circle Elects Mrs. White 


RACINE, WIS.—A state conven- 
tion of Woodmen Circle was held here. 
Mrs. Delia Brinkman, Madison, state 
president, was elected delegate to the 
national convention in June. Lorraine 
White, Racine, was elected state presi- 
dent to succeed Mrs. Brinkman. 





G. D. Ziegler, board chairman Aid As- 
sociation for Lutherans, and Miss Emma 
Marie Voecks were married and will re- 
side at Appleton, Wis., after a two-week 
wedding trip. 





Houle’s Agency Enlarges 

A substantial increase in business and 
in the sales personnel of the Massachu- 
setts Mutual agency in St. Paul has nec- 
essitated removal to larger quarters. 
Arch R. Houle, general agent, announces 
the new offices in First National Bank 
building, 11th floor. 

Mr. Houle, a graduate of the Sheldon 
School of the Science of Business and a 
C. L. U., entered life insurance in 1919, 
with one of Chicago’s largest agencies. 
A personal producer for 16 years, he 
consistently accounted for a substantial 
volume of business annually, and quali- 
fied for Million Dollar Round Table 
membership in 1936. In addition to his 
personal sales work, he was for two 
years instructor of agents. 

In July, 1937, Mr. Houle became asso- 
ciated with the Hughes agency of the 
Massachusetts Mutual in Chicago, and 
has been successful in his recruiting, 
training, and supervisory activities. 





Gillis Agency Honors Blohm 


The A. F. Gillis agency of the Provi- 
dent Mutual Life, Newark, gave a lunch- 
eon for W. H. Blohm, supervisor of the 
agency for the past three years, who has 
been transferred to the Shoemaker 
agency in New York City in the same 
capacity. On behalf of the agency force, 
C. J. Schmitz presented Mr. Blohm a 
brief case, 

Prior to the luncheon a brief agency 
meeting was held. Miss Evelyn Bur- 
lew, educational director of the Kresge 
stores talked on “Selling.” Other speak- 
ers were M. L. Williams, agency as- 
sistant at the home office; George Shoe- 
maker, New York City general agent, 
and H. A. Feustel, who succeeded Mr. 





Blohm as supervisor of the Gillis 
agency. 
Birmingham Agency Honored 


Celebrating the most successful four 
months in its history, R. C. Jordan’s 
Birmingham, Ala., agency of Liberty 
National Life was given a banquet by 
the company. More business was writ- 
ten than for the entire year 1938. Frank 
P. Samford, president, congratulated 
the agency on ts remarkable growth 
over the last nine depression years. 


IN TABLOID 


Walter Gottschall, director of agencies 
Equitable Societry, Chicago, in charge 
of middle and western territory, will 
leave Friday for a tour of western and 
Pacific Coast agencies to be gone four 
weeks. His itinerary includes Phoenix, 
Los Angeles, San Francisco, Portland, 
Seattle, Spokane, Salt Lake, Denver and 
Omaha, where agency meetings will be 
held. 

The Texas agency of the Equitable 
Society is conducting a “Bring Home 
the Bacon Contest.” W. W. Klingman, 
manager, has set a $1,500,000 produc- 
tion goal for May. 

C. F. Cross, vice-president Lincoln 
National Life, who spent several days 
visiting Texas agencies, was the honor 
guest at the ranch home of O. D. Doug- 
las, Texas general agent, at a party at- 
tended by the members of the San An- 
tonio agency. 





Five Modern Legal 
Reserve Contracts 


© Ordinary Life 

@Twenty Payment Life 

© Endowment at Seventy 
@Twenty Year Endowment 
®@ Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

3 Bo 


Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
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NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


in Policy Literature, Rate Books, etc. 
PRICE, $5.00 and $2.50 respectively. 





Equitable, N. Y. 
Annuity Off Market 


Withdrawal of the annual premium re- 
tirement annuity May 20 and substitu- 
tion of an annual premium deferred 
annuity contract with maturities rang- 
ing up from age 55, and with some simi- 
larities to the old age pension features 
of the U. S social security act, is an- 
nounced by the Equitable Society. The 
New York Life early this year discon- 
tinued its optional retirement annuity 
form. Other companies which have not 
received so large a volume of premiums 
under these contracts are continuing 
them. 

The Equitable’s new contract offers 
no cash value prior to the earliest op- 
tional retirement age. There is, how- 
ever, a death benefit, which is the pre- 
mium paid. This may be put under in- 
stalment options. 

If the contract should be lapsed, there 
would be no cash value until the mini- 
mum retirement age, when there would 
be a value proportionate to the amount 
paid in. 

If death should occur after the earli- 
est optional retirement age but prior to 
the start of the retirement income, death 
benefit will be equal to the cash value. 
Death benefit payable after the income 
starts will be determined by the type of 
retirement income that has been chosen. 
The payments in such case would be 
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continued for the remainder of the 10 or 
20 year certain period. 


No disability waiver clause will be 


sold in connection with this contract, 
and it will not be convertible to life in- 
surance. 


Normal retirement age used as the ba- 


sis of calculation is 65 for both men and 
women but other ages may be selected. 
For ages at issue 10 to 45, retirement 
ages 55-65 may be selected; ages at is- 
sue 46-50, retirement ages may be se- 
lected between 10 and 20 years after age 


at 


issue; ages at issue 51-55, any retire- 


ment age may be selected from 10 years 


af 


at 


ter issue to age 70. 
Retirement age need not be selected 
time of purchase. The contract is 


based on units of $100 annual premium 
but it may be paid for semi-annually, 


quarterly or monthly. 


Dividends will 


be payable from the end of the second 
year to the beginning of annuity pay- 
ments. Ordinarily the contract provides 
for a 10 years certain annuity but it may 


be 


elected on a 20-year certain basis. 


At any of the optional retirement ages 
provision is made for payment of cash 


in 


lieu of income. 





Northwestern National Has 
Revised Premium Rates 


The Northwestern National Life has 


changed its premium rates quite gener- 
ally, the larger increases being made on 
the preferred risk policies and on poli- 
cies containing a large investment ele- 


m 


rather short maturities. 


ent, such as income endowments with 
There was no 


change made in the term rates or in any 


of 


the straight non-participating policies, 


with the exception of the 23-year endow- 


m 


ent. 
Some comparative rates on the old 


and revised scales at decennial ages for 


m 





ore popular forms are: 


PAR OR FIRST YEAR GPR RATES 
COMPARED 


20 Pay. Pref. Risk—$5,000 


SN A ay Mien he 6S 1) 225.30 
RAMON EASE ee: 275.15 310.70 
20 Pay. Life (E at 85)—$1,000 

1936 1939 
ee Ce ee rere eS. $ 24.91 26.80 
acca Al eee AL BONES fore 29.15 30.54 
a eto, Gare Aah gee 35.48 36.67 
cents Ota shee 45.54 46.39 
etre nea ee 63.46 63.70 

Life Pd. Up at 65—$1,000 

1936 1939 
Teer rat emer Oy he $16.88  $ 16.96 
IAS aares aa ahs atheist 21.20 21.33 
Se ite LMC d SERRE ATA 29.01 29.76 
ie eee at CE 45.37 46.22 


Not Issued 
30 Year End.—$1,000 


1936 1939 
Fe ire eT ee $ 30.08 $ 30.54 
CE PPE ee Re PP 31.36 31.74 
Bicioin Wis Neal Skene Beene 33.76 34.25 
penis eile oe ain emaies 40.60 40.96 
cctv Hoes ee es tse Oey Not Issued 

End. at 65—$1,000 

1936 1939 
ene ep re ele ee $ 18.47 $ 18.68 
Sy eS nie eer eee ee 23. 24.01 
piece lohe:se Sto Sehr isa as s 33.76 34.25 
SOE re ae ere 54.26 55.26 


1936 939 
a Le eer ee $ 28.71 $ 30.25 
Ses oikis hie Nre oust & 34.99 35.89 
Se rn Re er rae 44.55 46.30 


Not Issued 
Not Issued 


Pen. Bond at 55 (Male)—1 Un. 


936 939 
$ 29.49 $ 32.53 

43.00 47.91 

71.80 82.47 


Not Issued 
Not Issued 








Pen. Bond at 60 (Male)—1 Un. 


936 39 
BGs i.s. u cieleis oletetere orale ere $ 23.88 $ 25.30 
| Oe ROR a ee 33.39 35.5 
I pre aie ers wosteic saree w kc arete 51.08 55.58 
Moree ccnetentorte eictarcieios 94.53 106.52 
insole sis enclbswiwaverssstee-s Not Issued 
Pen. Bond at 65 (Male)—1 Un. 
1936 1939 
Disa ciclo aust orb a cailevelororea ales $ 20.27 $ 20.35 
De iistyeherrW arora elaker siderostat 26.86 27:33 
ASS Amore ree 39.13 40.63 
SCD 4 on ccclegrertettioate nines 63.96 66.57 
Mle a icictstessranersun als eroieteins Not Issued 
Pen. Bond at 55 (Fem.)—1 Un. 
936 1939 
Dist ssl ors otniors eraenaoiomiets $ 31.02 $ 33.78 
BeAN ese ccl ates ba ate te ceckek eeicors 45.63 50.83 
gia aie sicve'a'e eis ete elec eee oe 76.77 87.92 
Bo caie wien eto eiereé 4s 66 Not Issued 
RUD ota ave) axel ate avatet aves orate Not Issued 
Pen. Bond at 60 (Fem.)—1 Un. 
936 939 
BBs ae bivewr mene sea eee $ 25.40 $ 27.18 
De cVoNeiteso ter career iaveus ouake ols 35.29 37.80 
Eas emo tae 54.47 59.48 
Sore ere ee 101.66 116.20 
Ne arose wplota teubuctereuhioie tem ines Not Issued 
Pen. Bond at 65 (Fem.)—1 Un. 
1936 1939 
SR par ae eer gear a aera er $ 21.08 $ 21.33 
PORTS sis eaiinleaw tie estes 28.19 28.67 
Reba orig eo Foves xeuokeie enc oenekor geen 41.31 43.17 
MWe areiccae exer pte ere ios 68.15 72.10 
DO oixicinisroieie S*ei9's aisioreiwas Not Issued 
Whole Life Pref. Risk—$5,000 
936 1939 
MUDD ove ki 6a) whee sio: sueustoevnete $ 72.06 $ 77.05 
Re 88.6 4.65 
De alc ora date 6 alte Wierd ela 115.60 126.95 
RT ae ore res 162.20 181.25 
DO rare occ oletevane era veleieimanpieve 248.35 275.45 


1939 
16.63 
20.29 
26.27 
37.23 
56.59 
30 Pay. Life—$1,000 
1936 1939 
MDs aia caler cravelaie¥l evar oretterete $ 20.02 $ 20.93 
BD o's. grates sieresebsetaeld er oaras 23.51 24.49 
BO cixcsleie hate totes. Gsieveicis 29.01 29.76 
BUD «a -o1t-s: 8 sieueioreiere omieio aac 38.65 38.99 
Do csiia\ es ov eieu eis s-eteretWialwrne on 57.73 57.98 
20 Year End.—$1,000 
936 1939 
BIBS e oa: s.faig aie are eserele CoP ROIS $ 46.51 $ 47.52 
Bios evetcnaa Pons tever tars sereaseeates 47.53 48.68 
Niece g fai: 41. 010i gee eveecelersie 49.50 50.50 
Doss ove: eG Siesta is ostc wie aie rors 54.26 55.26 
BD is sib acess aharerpacernioioan 67.04 68.04 
End. at 60—$1,000 
1936 939 
BES supiers a eterey opto ete Orage $ 20.04 $ 20.06 
BD Aig ar sverarensiisis) sialtvoenetarninie 26.8 26.91 
Dag eoano sds an ccroe 39.94 40.54 
| APR paren nee Not Issued 
Dp ishs-arwis wr ctenerete Gerave mare Not Issued 


20 Pay. End. at 65—$1,000 


i Not Issued 
Not Issued 

In the non-par department there are 
no rate changes on the whole life busi- 
ness protector or modified life or 
five year renewable and convertible 
term. There is also no change on par 
term policies except for decrease of a 
few cents to $1.50 in rate on 10-year re- 
newable and convertible term from age 
43 up. No change was made in single 
premium rates. 





West Coast Life Interest 


The West Coast Life announces that 
the interest rate on sums in premium 
deposit funds is decreased on May 15, 
from 3 to 2% percent. This does not 
affect the rate on old business. 





_ The average rate of interest earned on 
Investments of the Montreal Life in 
1938 was 5.36 percent, exactly the 
same as in the previous year. Direc- 
tors, as a result, have ordered that these 
rates of interest be allowed for 1939 on 
sums left on deposit with the company: 
4% percent where the amount involved 
1s $1,000 or over; 4 percent for less than 
$1,000. 





Colorado Life reports the Dallas 
agency under Walter P. Crisler is the 
leading unit this year. The agency re- 
cently opened new offices in the Dallas 
National Bank building. 





Install J. Hawley Wilson 
in Oklahoma City Agency 


In recognition of his installation a 
general agent of the Massachusetts My. 
tual for central and western Oklahong 
J. Hawley Wilson was entertained at; 
company luncheon at Oklahoma City, 
Guests included agents from various 
parts of the state, President L. C. Mers. 
felder of the Oklahoma General Agents 
& Managers Club, T. E. Braniff, preg. 
dent, Stewart Meyers and Secretary \, 
R. Burnham of the Oklahoma Life Up. 
derwriters Association and these home 
































office executives: Fischer, vice Mm 1 
president; A. D. Lynn, assistant super. J 00¢ 
jntendent of agencies; Wrayburn Ber. J anc 
ton, agency secretary, and James Ross jm tol 
auditor, Several out-of-state general i As: 
agents attended, including K. E. Wil. &@ has 
liamson and C. W. Reuling of Peoria § Mu 
Ill.; Charles L. Scott, Kansas City; 4 J ber 
E. Veith, St. Louis; M. D. McCredy, Do 
Wichita, Kan., and R. A. Hitson, Tulsa, i cen 
Okla. wo: 


Horace E. Combs, retiring general : 


agent, who has elected to return to per & um 
sonal production with the M. D. Mc. & ten 
Cready agency in Wichita, in the clever & has 
form of “My Last Will and Testament” & cer 
willed and bequeathed to Mr. Wilson A: 
and agency associates his best wishes & the 
for continued success and _ happiness —& ing 


and to Mr. McCready willed himself, 1 


in service as a personal producer. Mi 

Mr. Wilson, formerly representing ‘ 
Massachusetts Mutual in Peoria, III, & acc 
is a trustee of the National Association Bab! 
of Life Underwriters and a life member & acc 






of the Million Dollar Round Table. 












Signs Agreement with Workers 

BALTIMORE —Sun Life of Balt- 
more signed a _ nation-wide collective 
bargaining agreement with the United 
Office & Professional Workers of Amer- 
1ca. 
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Our unique Optional 
Life and Endowment 
Policy is so very flex- 
ible that it actually |} 
provides a complete le 
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men to build bigger in- Ww 
comes more quickly. For tc 
full information write to : 
WALTER S. SCHNEITER Se 
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Commonwealth Life 
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age aces 2 


paying $243 a year. 























Successful Woman Agent 
Tells How She Sells Women 


The self-supporting woman over 30 is 
one of the best prospects for life insur- 
ance, Mrs. Mildred Poindexter Miller 
told the Young Men’s Underwriters 
Association of Kansas City. Mrs. Miller 
has been a successful agent of the Penn 
Mutual for 30 years, is regularly a mem- 
ber of the Women’s Quarter Million 
Dollar Round Table, and writes 90 per- 
cent of her business, which is largely on 
women, in her office. 

Such women over 30 buy a large vol- 
ume of the life insurance business writ- 
ten from month to month; the figure 
has gone as high as 70 percent; 98 per- 
cent of them have savings accounts. 
A survey has shown that they make up 
the largest number of depositors in sav- 
ings institutions, Mrs. Miller said. 

To the prospect of this type Mrs. 
Miller’s sales talk is, briefly, this: 

“Of course (1) you want a savings 
account.” The response almost invari- 
ably is, “I have one.” “But that savings 
account (2) should be in a safe invest- 
ment which is (3) your financial anchor 
(and on which you can borrow in emer- 
gencies), and which (4) creates an im- 
mediate estate. Should you become 
incapacitated my company will (5) con- 
tinue your life savings during that time, 
and (6) when you’re through working. 


» you'll have a monthly income for the 


rest of your life. 
Can Figure Approximate Earnings 


“A woman won’t tell what she earns. 
But you can find out pretty closely, 
say within $100 a year. If she is a 
teacher in a public grade school in your 
city, and you know how long she has 
been teaching, it is comparatively easy 
to learn approximately how much she 
makes, 

“Suppose we have a teacher, 38 years 
old, who can put away $35 a month. 
She already has a $5,000 20-year endow- 
ment, taken when 28, on which she is 
It is 27 years from 
38 to 65, the retirement age of teachers. 


| But $5,000 only produces $35 on a life 


annuity at 65 and $75 a month is the 
minmum she must have for room, 
board and clothing. 

“T tell her she can save $15 a month. 
I give her monthly figures because that 
is the way her money comes in and goes 
out, though when we get to basis of 
Payment it becomes an annual premium. 

‘The $15 a month, however, will add 
only about $28 a month more income at 
65, which leaves the total still $12 a 
month under the $75 minimum. 


Make Up the Difference 


“I'm going to give you two years to 
become accustomed to this $15 a month 
extra,’ I tell her, ‘and then, by all means, 
ets make up the difference!’ I don’t 
have to go see her in two years, she'll 
Come in to see me. They’re doing it 
every week. Right now, however, when 
she is 38, she will start planning to pay 
that extra amount I’m going to sell 
her at 40, 

f I point out to her that the interest 
ty her $5,000 at 48, when it matures, 
po be around $150 a year, or enough 
L rd the $15 a month extra premium 
k sell her at 38, so that after 48 all she 

as to worry about is the additional I 

sell her at 40, 
; ee they Say that age 65 is too far off, 
on sha is: ‘You can start at any 
bo é ay zat my company to be 
10 i 
amount at mt n to pay you a certain 
hen a policy matures, women will 


come to you and wonder what to do 


‘future than are men. 








with the money. This happens very 
frequently,” Mrs. Miller said. “Also, 
many of them will want to know how to 
have the money paid. For them I make 
up what I call an insurance calendar. 
I have special amounts come at Christ- 
mas, and, if she owns her own home, 





MILDRED POINDEXTER MILLER 


in November, tax time, and in May, 
remodeling time. But this is a step 
taken at 44 or 45. 

“Men agents are handicapped some- 
what in writing women, just as women 
are in writing men. You cannot say, 
for instance, ‘if you should marry,’ to 
a woman. You immediately create a 
stone wall because all women still hope 
to be married. However, all women are 
afraid of the retirement age. They 
haven’t had the generations of economic 
independence of men, and they are 
naturally more skeptical about the 


Don’t Be Afraid of High Premiums 


“Do not be afraid of high premiums 
when you are talking to self-supporting 
women over 30. They think in terms of 
10 and 20 years—they can visualize that 
much time much more readily than they 
can an indefinite longer period. In a 
survey of insurance bought by self-sup- 
porting women with the Penn Mutual 
over a 15-year period, we found that the 
average premium is $43 per thousand. 
This year I’ve already sold $130,000 of 
10-pay life on women. Their lapse ratio 
is the smallest with our company, the 
mortality is much lower.” 

One argument Mrs. Miller has found 
effective in selling women is this: “Up 
to 22 you are a consumer, from 22 to 
65 a producer, and from 65 on a con- 
sumer again.” Development of that 
theme makes a good selling talk. 

Another good field Mrs. Miller has 
found is that of fathers, men in their 
50’s, with daughters coming out of col- 
lege. He'll buy a 10-pay life on his 
daughter. He can see 10 years ahead. 
Usually he arranges so that the money 
is tied up until she is 50—he is sure 
then that she will have something for 
her old age. Often enough these men 
have plenty of insurance on themselves. 

In general, Mrs. Miller advised young 
agents to “try everything anyone tells 
you. Find the best method for you, and 
even after the use of it, change off, 





work with new kinds of people, recharge 


your battery—even change your centers 
of influence. ; ; 
“You can’t tell what will get you busi- 


ness. For instance, when 1 went into a 
new territory the second time, they 
asked me what my business was. I told 


them, ‘I’m just a builder of rocking 
chairs—for old men and old women.’ 
After that, as long as I was there, they 
called me ‘the rocking chair woman.’ 
The slogan stuck, and I built business 
on it. 

“You have to talk in terms that are 
current. The rocking chair slogan 
worked in 1920. In 1925, however, peo- 
ple were putting their money into real 
estate and farms. So life insurance 
agents changed their story to sell ‘in- 
come bearing property.’ In 1929 the 
motivating stories were gruesome. I 
shudder when I think of some we used. 
People were making money, they were 
happy, they had no worries. So we had 
to make them cry. In 1932 came the 
crash. In 1933 we talked about replac- 
ing estates; from 1933 to 1935, about 
income to dependents and something for 
old age. It was during this period that 
the word annuities, which was originated 
by the people themselves and only 
picked up by insurance companies, be- 
came popular. In 1937 it was retirement 
income. Today it is retirement income 
plus taxes and ‘the needs of life insur- 
ance, All we are doing is adapting our 
sales talk to the times. 

“Often enough you will find that a 
sentence, or something startling pulled 
out of your pocket, will change an inat- 
tentive listener to one who is interested. 
For instance, I jot down unusual ideas 
or illustrations on cards and keep them 
in my desk. Here is one I picked up 
not long ago from another agent. It’s 
called ‘the meal ticket,’ and says: ‘When 
you arrive at age 65 you'll face the 
prospect of buying 12,262 meals, accord- 
ing to your life expectancy.’ 

“Were you ever hungry?’ I asked a 
man prospect recently. ‘Yes.’ ‘Then 
read that. He did. He said: ‘Well,’ 
and laughed a little, ‘I always did like 
to eat. How much do I have to have?’ 
I told him $3,040. ‘Well, it looks like 
I’m going to eat. How much is it? 
That’s all there was to it. 

“About 80 percent of all sales are con- 
summated through the eye. I use a 
drawing to illustrate, if possible. If not, 
I use my hands to measure off time 
periods, for instance. This visualizes 
a span of years. ‘In this 20 years, I’m 
worried,’ say. ‘Over here (beyond) is 
your life. But how about this?’ 

“The agent puts in the mind of the 
prospect what he is going to do, and 
the more definite you are the more 
quickly and definitely you are going to 
close the case. Remember that the mind 
makes a decision between two things, so 
put your stuff so that it calls for a 
decision between two alternatives,” Mrs. 
Miller advised. 

“T never use a rate book. Before I 
talk with the prospect I learn approxi- 
mately what the rates will be, and use 
those figures with confidence. After the 
close you can figure out the premium to 
the penny. You can’t turn to the rate 
book during the interview and not lose 
the attention of the prospect. Remem- 
ber, too, to stop and give the prospect 
time to think after you make a point. 
He can’t listen and think at the same 
time.” 


Every Agent Should Solicit 
Business Plan, Says Sanborn 


CINCINNATI—tThere is no reason 
why every agent should not solicit busi- 
ness insurance, said Paul Sanborn, Bos- 
ton general agent Connecticut Mutual, 
at a meeting of the Cincinnati Associa- 
tion of Life Underwriters. The great- 








est sales are made when presented in 
a simple way, Mr. Sanborn said, and 
business insurance may be presented 
simply. The average business insurance 
policy is something less than $10,000 
and there are prospects for it in almost 
every community. It is purchased for 
three purposes: Stock purchase, shock 
absorber for key man, and private pen- 
sion plans, the latter becoming increas- 
ingly more important. 


LEGISLATION 


Nebraska—The insurance committee 
played havoc with the bills recom- 
mended for introduction and passage by 
the investigating committee. It killed 
eight of them, four relating to insur- 
ance and four to regulation of sales of 
securities. Only four of the 11 bills 
were reported out to the calendar. 
These are: Requiring domestic mutuals. 
to maintain a cash fund of $30,000, or 
equal to ten times the amount of a 
single risk assumed, whichever is the 
greater, for each class of insurance it 
is licensed to write; prohibiting the 
writing of thrift insurance; providing a 
penalty of from $50 to $500 fine and/or 
10 to 90 days in jail for persons writ- 
ing insurance without a license from the 
department, and prohibiting formation 
of companies under the assessment plan 
to write health, accident, fidelity and 
plate glass insurance. 

Chairman Miller and Senator Ash- 
more of the investigating committee 
have filed supplemental reports in 
which each insists that the public in- 
terest requires the appointment of a 
committee to sit after the session ad- 
journs. Chairman Miller said that the 
committee had “just scratched the sur- 
face.” 

Texas—Governor O’Daniel has signed 
the bill designed to greatly strengthen 
the authority of the state insurance com- 
mission and eliminate alleged question- 
able practices of mutual assessment con- 
cerns and burial outfits. The bill is ef- 
fective immediately. It will force as- 
sessment outfits to pay claims in full, 
to maintain specified reserves, to use no 
name which might be confused with 
other insurance companies, to make reg- 
ular reports to the commission, to make 
no change in names, places of business 
or sale of policyholders to other con- 
cerns without approval to the board, etc. 

There is some talk of a number of 
the state wide mutual assessment con- 
cerns withdrawing from the business be- 
cause of the provisions of the law. They 
are given until 1940 to put their “house 
in order.” 

The governor has also signed the 
measure providing that the state board 
of insurance commissioners may ex- 
amine the records of out-of-state com- 
panies seeking a permit to do business 
in the state before issuing a license. 

The bill provides for payment of ex- 
aminers by the. state board and to 











abolish the system whereby foreign 
companies had paid the examiners 
directly. 


Mason Made President 


The last regular meeting of the In- 
surance Institute of Nebraska was a 
dinner meeting held at Omaha. Donald 
Pettis of the investment firm of Kirk- 
patrick & Pettis Company of Omaha 
spoke on “Investments.” 

The new officers are: President, A. W. 
Mason, associate actuary Lincoln Lib- 
erty Life, of Lincoln; secretary-treas- 
urer, W. B. Lehmkuhl, assistant secre- 
tary American Reserve Life, of Omaha. 

In June the traditional picnic will 
close the season’s activities for the in- 
stitute. 
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AGENCY MANAGEMENT 





Constructive Agency 
Builders Needed 


The successful agency man of the fu- 
ture will be a constructive builder of 
men, said Lloyd Lafot, inspector of 
agencies New York Life, Chicago, at a 
meeting of the Life Agency Supervisors 
of Chicago. The agency supervisor’s job 
is to build an organization with men who 
can make a living in the life insurance 
business, he said. Agency building 
means more than just hiring men or 
making contracts to fill a quota. Hiring 
is only one step in the program. In fair- 
ness to new agents the manager should 
not employ more men than he can give 
adequate training and supervision. “It 
is our responsibility to live with these 
men, get them into production without 
delay and keep them on production at a 
rate that will make them self-sustaining 
as soon as possible. Only good training 
and good supervision will accomplish 
this. This is a tough job but if we are 
going to build permanent organizations 
for our companies, we may as well face 
the fact that we have to do a better job 
of training and supervision.” 


Two Courses Open 


There are two courses open to the 
agency manager. He can drift with the 
tide and follow the prevailing “grist 
mill” practice or he can take the more 
difficult road of developing men on a 
career basis for the long pull. 

There is a great opportunity ahead for 
the agency manager as all companies are 
looking for constructive builders with 
records of performances during the de- 
pression period. The agency manager 
who will make the best progress is one 
who has convictions and the courage to 
fight for them, said Mr. Lafot. He 
should be able personally to write a sat- 
isfactory volume of good business under 
present day conditions in order to keep 
in close touch with the field. He must 
be a builder of men with a record of 
being able to attract and recruit high 
grade men by surrrounding himself with 
successful men of his own appointment. 
He must have an unselfish spirit and 
patience to train men to succeed. He 
must be able to make lasting friendships 
and inspire men to greater success. 

Constructive agitation serves a useful 
purpose in pointing the way to improve 
conditions, said Mr. Lafot. The younger 
generation of agency men can influence 
the business for the better, opposed to 
the cynical viewpoint and defeatist atti- 





tude so prevalent today. Agency build- 
ing should be constructive and the man- 
ager should always seek to find and de- 
velop men who will become permanently 
successful in life insurance. 

George Huth, Provident Mutual, was 
named secretary-treasurer of the super- 
visors to succeed C. .E. Clinton, Aetna 
Life agency supervisor who has been 
transferred out of Chicago. The June 
meeting will be a golf party. 





Cleans Up Part-Timers 


BOSTON — Commissioner Harring- 
ton told the Boston Life Supervisors 
Club that he expected by October to 
clean up the part-timer situation by at 
least 50 percent as affecting the 5,700 
odd brokers in the state. He discussed 
his plans for elimination of the part- 
timer and incompetent in the brokerage 
field and declared 75 percent of the 
complaints which came to him were be- 
cause of improper advice or servicing 
of risks. 


Plan Leaders Dinner 


The Life Managers & General Agents 
Association of Columbus, O., has taken 
steps to sponsor an agents’ leaders 
group. Paul M. Smith, New England 
Mutual, and E. C. Deckard, Aetna Life, 
have been appointed co-chairmen to con- 
duct the project. It is planned to hold 
a formal dinner next January or Feb- 
ruary to which each general agent or 
manager will bring two of his associates, 
the leader in volume of insurance and 
the leader in the number of lives in- 
sured. 


Round Table at San Antonio 


The San Antonio (Tex.) Life Man- 
agers Club held a round table discus- 
sion of agency problems, including re- 
cruiting, care of the older agents, the 
development of new men, and the elimi- 
nation of agents with high lapse ratio. 
President G. Archie Helland appealed 
to the members for a large attendance 
at the Texas association convention in 
San Angelo, June 1-3. 


Sherwood Heads Oregon Group 


Richard I. Sherwood, Phoenix Mu- 
tual Life, Portland, has been elected 
president of the Life Insurance Man- 
agers Association of Oregon. 4 
Hervin, Metropolitan Life, is — vice- 
president and G. W. Schweiger, Lincoln 
National Life, secretary-treasurer, Di- 
rectors, in addition to the officers are 
W. K. Hood, Mutual Life of New York; 
Horace Merkle, Prudential; Stuart A. 





—————$———— 
Noble, and Elmer Peterson, State My. 
tual Life. 

John N. Adams, president Portlang 
Life Underwriters Association, outlined 
the program for the Oregon sales cop. 
gress. 





Siler on Leave of Absence 


Fred W. Siler, manager John Hancock 
Mutual Life District No. 2, at Oakland 
Cal., has been given a three months 
leave of absence because of ill health ang 
the agency will be in charge of R, A 
Furbush as acting manager. Mr. Siler js 
past president of the General Agents 
Managers Club of Oakland. 


John Hancock Activities 


A testimonial dinner in honor of his 
10th anniversary with the John Hap. 
cock Mutual was given to J. M. Jule 
district manager of Brooklyn 7 at Coney 
Island. ‘ 

E. H. Duffy, recently appointed man. 
ager at Fall River, Mass., was given a 
farewell party by members of the Brock- 
ton office, of which he has been assistant 
manager for eight years. 


New Insurance Tax Law 
Is Adopted in Quebec 


MONTREAL—Taxes on fire and 
casualty insurance premiums in_ the 
province of Quebec have been increased, 
but the proposed tax increase on life 
premiums has been abandoned. Tax on 
life premiums was, under the old act, 
set at 134 percent. The new act, which 
proposed to raise this tax to 2% percent, 
was defeated. The minimum tax, for- 
merly $400 for life companies, was, how- 
ever, raised to $500. 

Only return premiums and the cash 
value of the dividends paid or credited 
to policyholders shall be deducted from 
the premium received. No deduction 
shall be allowed for payment to in- 
sured of cash surrender or loan values. 


Julian Honored at Dinner 


BIRMINGHAM, ALA. — Apprecia- 
tion of Frank N. Julian, Alabama commis- 
sioner, was expressed at a dinner in his 
honor preceding the annual convention 
of the Alabama Association of Insur- 
ance Agents in Birmingham. 

Charles L. Gandy, past president of 
the association and also of the National 
association, was general chairman of the 
event, attended by 300 agents, friends 
and associates. Frank Spain was toast- 
master. Impromptu speeches and testi- 
monials were made by visiting insurance 
commissioners from several states, su- 
preme court justices and men promi- 
nent in insurance circles and in state 
activities, 
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